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The SUPERIORITY of 
AGATE NICKEL-STEEL WARE 


is apparent 


when you consider the construction 


The enamel will not chip or 
crack. It is so hard that the 
fusing point is not reached until 
the nickel-steel of which the 
articles are made is about 
ready to melt, thereby combin- 
ing with the pure vitreous com- 
position and forming a clinch 


and perfect union. 











Thanksgiving Day is coming 
Your customers will need new 
broilers and roasting pans. Tell 
them about the superior qualities 
of AGATE NICKEL-STEEL 
WARE. A satisfied customer 


comes again. 


Write today for catalogs and 
prices. 


of these culinary utensils. 


Double coated with a hard 
vitreous covering, AGATE 
NICKEL-STEEL WARE pre- 
sents a smooth, highly polished 
and beautifully mottled gray sur- 
face. AGATE NICKEL-STEEL 
WARE though light and easy 
to handle, is strong and durable. 
It is made in many designs and 
shapes. 





LALANCE & GROSJEAN MFG. CO. 


NEW YORK 


1900 S. Clark Street, Chicago, Ill. 


BOSTON 
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2 AMERICAN ARTISAN AND HARDWARE RECORD November 11, 1916. 








We Will Tell You Why There Is A Big Demand For 


IMP ERIAL WARM AIR FURNACES 


{| It is because they are All-Steel. The 
body is rolled from a single plate of steel, 
securely riveted together in one place 
only. 

{| Absolutely gas and dust tight. 


{] No asbestos packing used. 


{ Will radiate more heat than either 
cast or wrot iron warm air heaters. 


{| Dealers, you must supply the ever 
increasing demand for All-Steel warm air 
heaters. Then why not give your trade 
the best? IMPERIAL ALL-STEEL 
WARM AIR FURNACES will get busi- 
Pons. ) ff ness for you and the satisfaction they 
ane p ; , give will keep it. 

{| Write to day for complete information 
and new illustrated circulars. 


IMPERIAL FURNACE CO. 


Marshalltown, Iowa 

















Try to be the 
“FRONT RANK” dealer 


—it pays! 


There are many good reasons for the success of 
this famous warm air furnace. But for the dealer 
the most important point is that there is a splen- 
did profit in every job—and the certainty that 
the customer will be satisfied. This makes the 
getting of the next job just that much easier— 
there are plenty of pleased friends of the FRONT 
RANK to boost for you. Ask us for a dealer’s 





proposition—and catalog. 


HAYNES-LANGENBERG MFG. CO. 


4045-57 Forest Park Boulevard, Saint Louis, Missouri 












































ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 


PUBLISHED Every SATURDAY 





Address all communications and 
remittances to 


DANIEL STERN 
Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND ITs Possessions (Invariably in Advance) ONE YEAR PosTAGE Paip $2.00 
FOREIGN COUNTRIES ONE YEAR PostaGE Paip $4.00 CANADA ONE YEAR PosTAGE Pap $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 





VOL. 
PROBABLY THE best sign of the faith which men in 
the steel business have in continued activity of their 
plants for years to come is their willing- 

Advance in ness at this time to pay almost 50 per- 


Pig Iron’ cent more for pig iron than they were 
Prices Sign of ‘ 

Lesiing asked to pay six weeks ago. 

Activity. The former low quotations on pig 


iron stood as an indication that the steel 
makers, as well as the iron melters, were uncertain 
as to the future, even if they were not at all in that 
frame of mind, and many of those who preferred to 
predict hard times as soon as the war ended used the 
situation in the pig iron market as a proof of the 
soundness of their statement—that the steel makers 
themselves were far from certain as to the future, 
or why should they be unwilling to pay a higher price 
for their raw material? 

The ruling quotations on pig iron are, therefore, 
another sign that the calamity howler is no longer be- 
ing seriously considered: Thinking people who have 
studied the situation and made use of their sources 
of reliable information are convinced that the United 
States will continue to be extremely busy industrially 
and commercially making and selling large quantities 
of material for domestic and foreign use. 

All of which, of course, means continued prosperity 
for those who make use of their opportunities. 





ON PAGE 30 of this issue of AMERICAN ARTISAN 
AND HARDWARE Recorp there is published an article 
by Edward N. Hurley, Chairman of the 


9 ° ° . . 

Mr. Hurley’s federal Trade Commission, in which he 
Request to 

Business Men. 





urges manufacturers and merchants to 
cooperate with the Commission and 
other Government agencies to mobilize the industries 
of the United States, so that we may not only hold 
our present place in foreign trade, but extend our busi- 
ness, both in the United States and in other countries. 

Mr. Hurley sounds a very timely warning. We 
have been in the habit of wanting to “go it alone.” 
There has been altogether too little of intelligent co- 
operation among business men in the same line. There 
has been somewhat of a distrust—at times more or 
less justified—of the Government as to its motives for 
seeking information about conditions in certain indus- 
tries. There has been an unwillingness to furnish 
such information. 

And the natural result has been that the business 
men themselves have suffered because they were with- 
out knowledge as to the underlying reasons for any 
given condition which they wanted to ameliorate. 


CHICAGO, NOVEMBER 11, 1916. 


$2.00 Per Year. 


During the past few years, however, the Govern- 
ment has given definite proof that its intentions are 
not to injure any legitimate enterprise, but to help 
those who suffer from abuses to stop such abuses with- 
out working undue upheaval in any trade or industry 
—to show those who were responsible for the abuses 
how to conduct their business along legitimate lines, 
rather than to punish them. 

It is, therefore, only reasonable to expect that the 
request which Mr. Hurley makes for the Federal 
Trade Commission in the article referred to will be 
complied with in a very liberal way, and the result of 
such compliance is certain to mean better conditions 
for business all around. 








“WHAT IS THE use of knowing what it costs you 
to do business when you must compete with shops 
a not know?” 
Overhead or Was the question asked at a recent meet- 
Lose on the ing of the Allied Sheet Metal Contrac- 

Job. tors’ Association of Chicago. 

At first glance it might appear that there was a 
real basis for the question but upon second consid- 
eration it must be admitted that without knowing with 
a fair degree of accuracy just what it costs to con- 
duct a sheet metal contracting business—in other 
words, the amount and percentage of the Overhead 
xpense—no sheet metal contractor will be able to 
submit an estimate on any work which can be re- 
garded as anything but a mere guess: If he guesses 
right and secures the contract he will make a profit; 
if he guesses wrong and secures the contract he will 


owners of which do 


lose money on the job. 

But entirely aside from this the fact remains that 
sheet metal contractors, as well as others engaged in 
manufacturing and selling—be it on a large or small 
scale—are confronted with the fact that successful 
business can be built up and maintained only when 
the work to be done, or the merchandise to be sold, or 
the service to be rendered, is executed on a basis of 
satisfaction to the customer, and in the long run this 
can only be accomplished when a fair profit is real- 
ized. 

It is also encouraging to know that in spite of the 
pessimistic attitude which is exemplified by the ques- 
tion at the beginning of this editorial, very successful 
enterprises are being established and maintained on 
the basis of rendering a satisfactory service and ask- 
ing a fair price for the service rendered. 

To be sure, there are those who never look beyond 
the first cost and with them the low bidder will always 
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have the preference, no matter whether he is reliable 
or not. 

3ut the general public is being educated to see the 
advantage of paying a fair price and securing a job, 
well done. 

It goes without saying that no business can be 
conducted without a certain amount of Overhead Ex- 
pense. This amount must be provided for in some 
way. If because of ignorance it is not included in 
the estimate the customer will not have to pay that 
amount. In other words, the contractor, manufac- 
turer, wholesaler or retailer who fails to allow suf- 
ficiently for his Overhead Expense thereby defrauds 
himself of his legitimate profit and very often he de- 
frauds those from whom he secures his supplies, be- 
cause of his inability to pay his bills. 

In many cases also he defrauds the customer, as 
when for instance he finds out that the estimate on 
which he secured his contract will not leave him any 
profit if he fills the contract according to specifica- 
tion, and then substitutes inferior material and poorer 
workmanship in order to recoup. 

Ten years ago a condition confronted the commer- 
cial printing houses all over the United States which 
was very similar to that which the sheet metal con- 
tractor faces today. Printing contracts were a mat- 
ter of price competition and the so-called shrewd 
buyers would pit two or more printers against one 
another telling one concern that So-and-so would do 
his job for a certain figure and thus induce ihe other 
printer to bid under this figure—without any regard 
as to whether the job would yield a reasonable profit 
or not. 

Conditions became so bad that finally a few of the 
more progressive printing firms concluded to make an 
attempt to change the method of their business can- 
vass, and the first Franklin Club was organized. 

The primary object of the Franklin Club was, and 
is today, that of teaching the printing contractor to 
so keep track of his cost, that he will know with a 
reasonable degree of accuracy what his Overhead 
Expense is and to make proper provision for this 
Overhead Expense on all estimates furnished to pos- 
sible customers. 

Some of the members of the Franklin Club lost 
some business at first, because they would not take 
jobs which showed no profit, but today the print- 
ing business of the country is on a firmly established 
basis and the printing contractor who does not make 
proper allowance for his Overhead Expense in his 
estimates is an exception, while ten years ago exactly 
the opposite was the case. 

What was accomplished in the printing business 
can be accomplished in the sheet metal contracting 
business, as well as in other lines, and until it is ac- 
complished the business will not be on a _ sound 
foundation. 

This fact remains and it is impossible to get away 
from it: If you do not include a sufficient amount 
for your Overhead Expense on every contract you 
figure on you will not make the profit to which you are 
entitled, and in most cases you will actually lose money 
if you do secure ‘the contract. 


THE AppRoAcu of Christmas is looked forward to 
by most of us here in America with joyful hopes that 
at least appear to have considerable rea- 


Christmas 

Cheer for $0 to be fulfilled. 

Belgian In war-stricken Europe it is different. 
Children. There, Chistmas bells will not mean 


much to those whose homes have been destroyed and 
who in many instances are mourning not only the loss 
of property, but the terrible affliction of having their 
dear ones killed or wounded in battle. 

The work that is being done by unselfish people in 
the United States to alleviate the sufferings and wants 
of these hundreds of thousands of families in Europe 
cannot be too highly commended, and those of us 
who during the past year have been blessed with pros- 
perity are exhorted to set aside a portion of our 
money and subscribe towards the funds that are being 
collected for this purpose. 

One of these is the Dollar Christmas Fund far 
Destitute Belgian Children, to which we have called 
attention several times. Just recently they have sent 
out their third annual appeal for subscriptions, stat- 
ing that this year the need is greater than ever. 

Subscriptions for this Fund will be forwarded and 
acknowledged by AMERICAN ARTISAN, or may be 
sent direct to the Treasurer, Henry Clews, of the 
well known banking house of Henry Clews and Com 
pany, Broad Street, New York City. 








Do you TAKE time to read and make note of the 
short news items that appear in your local papers 
and which are supplied by the “country 

Making Best Cook’s Corners, 
Use of Local 
New Items. 


correspondents” from 
Hickory Creek, etc.? 

If you do not you are missing many 
an opportunity for new and profitable business. 

For instance, isn’t it worth your special attention 
to know that John Smith at Jones’ Hollow intends 
to build a new barn, or don’t you care to sell him 
the builders’ hardware and other items in your line 
that he will need? 

If Will Edwards is going to move to his new farm, 
isn’t it more than likely that he will need a new stove 
or something else that you would like to sell? 

The happy news that Henry Stuckenberger and 
Nellie Hendricks will be married on a certain date 
ought to be an incentive for you to make a special 
effort to sell the young couple their household utensils, 
a washing machine, a range and several heating stoves. 
besides many other articles waiting to leave your 
store. 

Take it altogether, the wise retail hardware deale1 
makes use of every avenue which presents itsel! to 
him for new business—and you ought to be in that 
class. 








“What's the use?” say lots of young men. “Ther: 
no advancement here for me.” Foolish young ic 
there’s advancement for every mother’s son of us 3° 
we wiil only qualify for it. The reason most © 
stay down is because we have not the inclination 
go ahead. First get the desire—then train for 
job you want. Keep you down? They can’t do ! 
you do your part. 
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RANDOM NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 





As every one knows who is acquainted with H. W. 
Beegle, of the Coulter-Beegle Sales Company, Chi- 
cago, this gentleman is very much interested in pro- 
moting sales efficiency in retail hardware stores be- 
cause he realizes that if the salespeople in these stores 
are more efficient they will sell more of the lines which 
their employers buy from him. 

While talking on this matter with a friend at the 
Hardware Club of Chicago he illustrated his point 
with the following story: 

“There was a rather pretty girl taken on in a big 
provision house the other day who is very far from 
the maximum of efficiency. 

‘An elderly gentleman got out of his limousine one 
morning, entered this girl’s department, raised his hat 
politely and said: 

“Good morning. Do you keep dates?’ 

‘Misunderstanding the quéstion’s purport, the pretty 
girl flushed angrily and answered: 

““Yes, I keep ‘em all right, all right, but I don’t 
make ‘em with old fossils, like you!’ ” 

Don McMillan, the sampleless hardware salesman, 
was at the Atlantic City Convention and as usual, it 
was not a difficult matter to induce him to tell a funny 
story. Here is a riddle he propounded to a group of 
hardware men: 

“Can you name an animal that has eyes which can- 
not see, legs and cannot walk, but can jump as high 
as Bunker Hill Monument?” 

l‘or a moment there was silence, while brains were 
being racked. Then: 

“T don’t know,” said someone. “I give it up.” 

The other members of the party also signified that 
they were beaten. 

“The answer,” said the funny man, “is a ‘wooden 
horse.’ It has eyes but can’t see, legs but can’t walk.” 

“Yes,” came a triumphant shout, “that’s all very 
well, but what about it jumping as high as Bunker 
Hill monument ?” 

“Can Bunker Hill monument jump?” sighed Don. 

[ am in receipt of a copy of the October issue of 
the Police and Fire Journal, which is published in 
Pittsburgh, and on the front page there appears an 
excellent picture of Charles S. Hubbard, whose of- 
ficial title is “Director of Public Safety of Pittsburgh,” 
but who is better known to the hardware trade as 
“Charlie” Hubbard, member of the “Old Guard” and 
former Vice-president of the American Hardware 
Manufacturers’ Association. 

Charlie tells interestingly in an article in that pub- 
lication of how under his management of the city’s 
police force, a wonderful transformation has taken 
place and ends his story with the statement that the 
spirit of Pittsburgh’s police ideal is expressed in these 
words: 

“Fidelity to duty, faithfulness in times of crisis 
and strain, a sense of unswerving honor, honesty, 
cleanliness of mind and life, kindliness to the great and 
strong, but always to the weak and poor, self-sacrifice 


in all things, make a strong man and one who will 
always leave an abiding impress on the community 
and nation.” 

Good work, Charlie, and may you live to mount still 
higher. 

I am in receipt of a note from Valentine A. Fath, 
of the Warm Air Heater Department of the Wrought 
Iron Range Company, St. Louis, Missouri, in which 
he tells me that there are more warm air heaters be- 
ing sold and installed this fall than has been the case 
ever before, and that one of the reasons is that people 
are being posted on the greater healthfulness of such 
systems as compared with steam and hot water. 

“Val” is known all through the West and North- 
west as a high grade warm air heating engineer and 
has a large number of friends in the trade, all of whom 
are glad to see him whenever he drops in. 


The presidential campaign which came to a close 
on November seventh was to my notion one of the 
most remarkable in the history of our country. “Fore- 
casts” and “predictions” were shattered right and left, 
and the campaign orators of both leading parties have 
little cause to pride themselves on their efficiency, for 
the result is one that cannot possibly be explained as 
one due to their eloquence and argument. 

In one way, at least, the result is a very unsatisfac- 
tory one, for the vote was so close—speaking of the 
“electoral” as well as of the “popular” vote—that 
one may be justified in saying that nothing was really 





decided. 


One of the characteristics which is lacking in the 
make-up of many of the younger generation here in 
the United States of America is that which finds its 
expression in a growing savings bank account or in 
the ownership of real estate property. Altogether too 
many of us are inclined to spend as fast as we earn, 
with the result that when opportunity presents itself 
we are not able to grasp it because we haven't the 
money or the means of borrowing it. 

Those who are inclined that way may well lay to 
heart the sentiment expressed in the following state- 
ment: 

Thrift. 

Without me no man has ever achieved success, nor has 
any nation ever become great. 

I have been the bed rock of every successful career, and 
the cornerstone of every fortune. 

All the world knows me and most of the world heeds my 
warning. 

The poor may have me as well as the rich 

My power is limitless, my application boundless. 

He who possesses me has contentment in the present and 


surety for the future. 
I am of greater value than pearls, rubies and diamonds. 
Once you have me, no man can take me away. 
lift my possessor to higher planes of living, increase his 
earning power, and bring to realization the hopes of his life. 


I make a man well dressed, well housed and well fed. 

I insure absolutely against the rainy day. 

I drive want and doubt and care away. 

I guarantee those who possess me prosperity and success. 

I have exalted those of low degree and those of high 
degree have found me a helpful friend. 


To obtain me you need put out no capital but personal 
effort, and on all you invest in me | guarantee dividends that 
last through life and after. 

I am as free.as air. 

I am yours if vou will take me 


1 AM THRIFT. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








CLEVELAND DOWNTOWN OFFICES OF BORN 
STEEL RANGE COMPANY NOW IN 
MODERN SIX STORY BUILDING. 


The Born Steel Range Company, Cleveland, Ohio, 
have moved their downtown offices and salesrooms 
into a new six story building, located at 517 and 519 
Huron Road, and facing on three streets, Huron Road, 
High Avenue and East Sixth Street, thus having 
plenty of light and air. The Company states that in 
the new quarters their entire line is now open for 
inspection which can be done under the most favorable 
circumstances. The new offices are only about five 
minutes’ walk from the old location. 








FREE SAMPLES OF STOVE POLISH FOR 
DEALERS. 





Dealers in stoves and ranges are invited to write 
for free samples of the Black Jack Water Paste, a 
container of which is shown in 
the accompanying illustration. 
The manufacturers claim this 
polish to be unsurpassed with re- 
gards to the brilliancy and perma- 
nency of its shine and another in- 
trinsic merit attributed to the 
paste is that it practically elimi- 
nates the fire hazard, because it is 
thinned without benzine—only 
water being required. Coinci- 
dent with this advantage is the saving in the cost of 
the thinning or reducing liquid and the resulting 
economy from the purchase of such a polish. Black 
Jack Water Paste is used on new and old stoves and 
Russia pipe, on all of which it is said to give entire 
satisfaction. Further particulars and price list, to- 
gether with free samples, will be sent to stove dealers 
upon request, by the Nickel Plate Stove Polish Com- 
pany, Chicago, Illinois. 








— 





Can of Black Jack 
Water Paste. 


~~ 





REPAIRS AND PARTS FOR WIDE RANGE OF 
STOVES AND WARM AIR HEATERS. 





The Northwestern Stove Repair Company advise 
the trade that they are in a position to manufacture 
and furnish from their own patterns practically all 
parts to fit stoves, ranges, warm air heaters, which 
have been made in this country since 1850. During 
the past forty years they have accumulated a great 
number of patterns for such apparatus, the makers 
of which are now out of business, and for lines which 
have been dropped or the patterns destroyed. In these 
cases, they claim, their patterns are the only ones in 
existence. Patterns for new as well as old and obso- 
lete numbers are continually being added to the stock, 
so that it is claimed by the Company that they can sup- 
ply practically anything desired in that line. The cast- 





ings are made of high grade material and by approved 
foundry practice; they are not excessive in weight 
and will fit. The foundry, which is kept running the 
year around, is said to offer every opportunity for re- 
placing depleted stocks in the shortest possible time, 
both the manufacturing and shipping facilities being 
particularly complete. Full details can be secured by 
addressing the Northwestern Stove Repair Company, 
654-666 West 12th Street, Chicago. 


OVEN THERMOMETER PERMITS BAKING 
WITH CERTAINTY AND EXACTNESS. 








The function of an oven thermometer is essentially 
to lighten the cares of the cook and to help her to 
do better work. A re- 
liable device of this 
class which has a rec- 
ord of over twenty 
years’ _ satisfactory 
service is the Cooper 
Oven Thermometer, il- 
lustrated herewith, 
which is said to per- 
mit baking with cer- 
tainty and exactness 
because it measures heat just as a clock measures 
time. The manufacturers state that in its construc- 
tion they use only the best material and employ the 
highest skilled labor, also that each thermometer is 
subjected to the most rigid test and inspection before 
it leaves the factory. This procedure assures a du- 
rable, sensitive, quick working device that is claimed 
to save from 10 to 15 percent of the fuel with coal 
or wood, and from 20 to 25 percent with gas or elec- 
tricity. The thermometers are sold with time tables 
showing the length of time required for baking dif- 
ferent foods when the dial is at certain positions, and 
room is allowed on these tables for the slight correc- 
tion which must be made to conform with the varied 
conditions. Stove manufacturers and other interested 
parties can obtain full information by addressing the 
Cooper Oven Thermometer Company, Pequabuck, 
Connecticut. 


TRADEMARK FOR COAL HEATERS AND 
STOVES. 





Cooper Oven Thermometer. 








Clement V. Hill, Trenton, New Jersey, has been 
granted copyright on the trademark shown in the ac- 
companying illus- 


1 ow Y tration. The par- 
/ A y ticular descrip- 
} 88,158 J tion. of goods is 


coal. heaters and 
stoves. The applicant claims use since June 19, 1915, 
and the claim was filed July 24, 1915. The serial 
number is 88,158. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 











AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west-= 
ern hardware and metal prices corrected weekly. 
You will find these on pages 46 to 51 inclusive. 








The Western Screw Manufacturing Company, Chi- 
cago, Illinois, has increased its capital stock from $10,- 
000 to $20,000. 

The New England Enameling Company, Middle- 
town, Connecticut, has awarded a contract for a brick 
factory building. 

The Atlantic Stamping Company, 180 Ames Street, 
Rochester, New York, has let a contract for three 
additions, each one story. 

L. B. Hart, formerly of the Hart Manufacturing 
Company, which moved from Shelby to Greenville, 
Michigan, last spring, has organized the Original 
Manufacturing Company, for the manufacture of 
“Original” toys. The Company has leased the wood 
working plant owned by O. Christensen and is mak- 
ing more than 1,000 coasters a day. 


~~ 


WISCONSIN HARDWARE MUTUAL FIRE 
INSURANCE COMPANY IS ADMITTED 
IN NEW YORK. 








The Wisconsin Hardware Mutual Fire Insurance 
Company has been admitted to do business in New 
York State, having complied with all the conditions 
imposed by the State Insurance Department. 





TWO SPECIAL TRAINS FOR JOINT 
CONVENTIONS OF NEW YORK AND 
PENNSYLVANIA RETAIL HARDWARE 

ASSOCIATIONS. 





There will be two special trains to carry delegates 
and their friends to the great Joint Conventions of the 
New York State and the Pennsylvania and Atlantic 
Seaboard Retail Hardware Associations which are to 
be held February 6, 7, 8 and 9, 1917, in New York 
City. ‘ 

One will leave Buffalo, New York, Monday, Feb- 
ruary 5th, at 8:30.A. M., arriving in New York City 
about 6 P. M., stopping at regular stations to take on 
members, exhibitors and guests. 

The Pennsylvania-Atlantic Seaboard Hardware Spe- 
cial will leave Pittsburgh February 5th, at 8:30 A. M., 
and after making regular stops for members, exhib- 
itors and guests will reach New York City at about 
6:30 P. M. 





PAINTS ARE GOING TO COST MORE. 





The following is an excerpt from a letter that was 
sent to the trade a few days ago by a prominent 


Brooklyn concern that manufactures paints, colors, 
varnishes, etc.: “Owing to the extraordinary advance 
in the price of linseed oil, the continued high cost of 
all dry pigments and the increased cost of other things 
incidental to the manufacture of paint, such as pack- 
ages, labor, etc., it is imperative that we advance our 
prices on all mixed paints and other goods in our line. 
We are refiguring the cost of all our products, but, 
owing to the uncertainties of the increased cost of 
certain raw materials, we are unable to state definitely 
at this time what our advances will be. Pending a 
definite announcement, we will take care of the im- 
mediate requirements of our customers, but are com- 
pelled to accept all stock orders subject to whatever 
advance it is necessary for us to make.” 





ADDRESSES BEFORE AMERICAN HARDWARE 
MANUFACTURERS CONVENTION 
PUBLISHED IN BOOKLET 
FORM. 





The following addresses delivered before the Con- 
vention of the American Hardware Manufacturers’ 
Association at Atlantic City, New Jersey, have been 
published in booklet form and copies can be obtained 
from Secretary-Treasurer F. D. Mitchell, 1510 Wool- 
worth Building, New York City: 

“Forging Missing Links in Foreign Trade,” by 
I*, C. Schwedtman, of the National City Bank of New 
York. 

“Business Men in Politics and Progress,” by the 
Honorable Warren G. Harding, United States Sen- 
ator, Marion, Ohio. 

“Standard of the Facilities for Commercial Ex- 
change Between Business Men and Business Com- 
munities,’ by Alfred P. Thom, General Counsel of 
the Railway Executors’ Advisory Committee, Wash- 
ington, D. C. 

“The Life of Business in Its Relation to the Busi- 
ness of Life,” by L. C. M. Reed, of the Chamber of 
Commerce of the United States, Washington, D. C. 


—-- +o 


TRADEMARK FOR RAZORS. 


Under serial number 94,201 copyright has been 


granted to the Krusius Brothers, New York City, for 


the trademark shown 
— —_—~ — 2 A ® - . 
pe | Demon, in the accompanying 
94,201 =a. pi 
eee aaa aie illustration. The par- 


ticular description of 
goods is razors. The Company claims use since Sep- 
tember, 1911, and the claim was filed April 6, 1916 


~o- 


Traveling at a speed of a mile-a-minute is going 
some, but the smile-a-minute gets more and quicker 
action. 
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SALES OF LAWN MOWERS PUSHED BY 
STREET CAR ADVERTISEMENTS. 


Every logical means of attracting the attention of 
the public is utilized in our present day advertising 
and every place frequented by the public offers the 
advertiser the opportunity of making another bid for 
greater sales. In this connection all the publicity 
work of the manufacturer serves a double purpose, 
for it increases the demand for his product and brings 
more profits to the retailer. The proper cooperation 
of the retailer is of course required in order to effect 
any material gain and this cooperation is exemplified 
in his use of the manufacturer’s advertising material. 
Praiseworthy help of this kind for the retailer is 
noted in the set of street car advertisements recently 
prepared for the Pennsylvania Lawn Mower Works. 
These are of regulation size, attractively illustrated 
and printed in two colors, and feature the Pennsyl- 
vania Quality Lawn Mower’. Space is left for the 
insertion of the retailer’s name and address, and sets 
of the cards will be sent to those handling the Penn- 
sylvania Line. It is pointed out the advertisements 
can also be used in the preparation of lawn mower 
window displays or else hung up in conspicuous places 
in the store. Copies of the cards and information re- 
garding the Pennsylvania Line can be secured from 
the Pennsylvania Lawn Mower Works, Philadelphia. 
HINGE AND TOP LATCH MECHANISM FOR 

PANIC BOLTS PATENTED. 





Norman B. Hurd, New Britain, Connecticut, as- 
signor to The American Hardware Corporation, New 
Britain, Connecticut, has obtained United States pat- 
ent rights, under number 1,203,114 and 1,203,115, for 
a hinge and a top latch mechanism for panic bolts, re- 


spectively, described in the following: 


Number 1,203,114: In a hinge 
Ga. © 


construction, hinge leaves having 
registering bores for a hinge pin, 
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a hinge pin engaged in said bores, 
one of said leaves having an open- 
ing therein surrounding the hinge 
pin bore, said hinge pin having a 
shoulder in line with said open- 
ing and a locking washer held against rotation in said open- 









ing, said washer having a bore to receive the hinge pin, and 
provided with a projecting portion eccentric to said bore to 
be engaged by the other one of the hinge leaves whereby said 
washer will be forced by said other hinge leaf into locking 
engagement with the shoulder on the hinge pin. 


















e : seek sh te 
I: Number 1,203,115: In a door lock of 
een ONS the character described, the combination 

SN with a door and a door casing of a 


latch bolt pivoted on the door, a keeper 
on said door casing arranged to be en- 
gaged by said latch bolt when the same 
is in projected position, and an up- 
wardly projecting trigger on the latch 
bolt arranged to engage said keeper on 
the closing movement of the door to 
swing the retracted latch bolt into pro- 
jected position and into engagement 
with the keeper and manually operable 
means -to hold said latch bolt projected, 
and means on said bolt to hold said 
manually operable means when the lat- 
ter is moved to release said bolt. 








SECURES PATENT FOR MITER BOX. 


Edmund A. Schade and Christian Bodmer, Ney 
Britain, Connecticut, assignors to The Stanley Rule 
and Level Company, New Britain, Connecticut, hay: 
procured United States patent rights, under number 


1,203,417, for a miter box described in the following: 

The combination 
with a miter box, of 
a longitudinally dis- 
posed rod adjustall\ 
secured to said box 
and extensible long- 
itudinally beyond the 
end of the same, a 
stop sleeved on said 
rod and = adjustable 
longitudinally thereon 
and therefore adjust- 
able longitudinally 
with respect to the miter box, said stop having a sleeve dis- 
posed longitudinally of the miter box and a stop rod longi- 
tudinally adjustable in said sleeve. 


STIMULUS FOR SALE OF AUTOSTROP 
SAFETY. RAZORS. 

















In return for reported sales over the counter, the 
manufacturers of the AutoStrop Safety Razors are 
offering to retail hardware dealers and their clerks 
ninety-nine valuable gifts which no doubt will be espe- 
cially welcomed as Christmas approaches. These 
gifts include vacuum cleaners, bags, trunks, ward- 
robe trunks, jewelry, pipes, smoking materials, toilet 
articles, dressing cases, umbrellas, manicure sets, gold 
and silver articles, all of which are described in their 
New Gift Booklet. Clerks who have not yet con- 
nected up with this incentive are advised to write for 
the booklet and for the “pink” slip, so that their em- 
ployers may authorize the manufacturers to send them 
gifts according to the number of sales made. In this 
connection attention is called to the fact that under 
the Approval Plan there can be no loss to retailers 
handling AutoStrop Safety Razors. This plan pro- 
vides for a 30-day free trial to any prospect, at the 
conclusion of which the retailer takes the money if 
the sale is made, or returns the razor to the manufac- 
turers in the event the sale is not completed, receiv- 
ing a new one in its place. According to the Com- 
pany, all the risk is assumed by them and the dealer is 
given a definite sales plan. Details of this, together 
with information about the safety razors, can be se- 
cured from the AutoStrop Safety Razor Company, 
345 Fifth Avenue, New York City. 


+-@-~o- 
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CASH REGISTER SUMMARY SHEETS ARE 
VALUABLE IN CASE OF BORROWING 
FROM BANKS. 





The retail hardware dealer who owns a modern 
cash register and makes the proper use of the “sum- 
mary sheets” that are furnished by the manufacturers 
is enabled to know each day just exactly how he 
stands, by the records that he thus has of his cash and 
credit sales, his receipts-on-account and his items of 
cash paid out, and if it becomes necessary for him to 
borrow money at his bank he will naturally stand a 
much better “show” to secure the loan, because he 
can prove without any trouble the exact state of his 
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business, which, of course, is the only basis upon which 
the banker will loan money. Dealers who are inter- 
ested should write for a booklet entitled “Money 
Making Hints” to the National Cash Register Com- 
pany, Dayton, Ohio. 





~~ 
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PATENTS RECEPTACLE AND THE LIKE. 


Under number 1,203,258, United States patent 
rights have been granted to James Edward Pierce, Al- 
bion, Michigan, assignor to the Union Steel Products 
Company, Incorporated, Albion, Michigan, for a re- 
ceptacle and the like described in the following: 


In a structure of the class described, the 
cembination of a receptacle body and a rim 
therefor comprising tubular side members 
having longitudinal slits at their inner 
t sides and having their lower edges offset 

inwardly substantially the width of the 

1,203,258. metal of the body, said side members be- 

ing disposed with their outer edges abut- 

ting the edges of the body and with the 

sides of their oubd offset portions against the sides of the 

body, the abutting edges of said body and rim members be- 

ing welded throughout thereby securing them together and 

closing the joints, and angled corner members having shoul- 

dered ends fitting into the ends of said side members and 

having downwardly facing shoulders on their inner sides 
abutting the upper edges of said body and welded thereto. 


ICE CREAM FREEZERS TO BE MADE IN 
PURGATORY. 


~ 





Making ice cream freezers in Purgatory seems in- 
congruous, to say the least. Yet work on the job will 
start within a few days. 

“Purgatory” is the name of one of the most famous 
picnic resorts in southern New Hampshire. It is 
located in Mount Vernon. \A deep gorge, worn in the 
granite by a foaming brook, has many grotesque 
formations, among them a “Devil’s Footprint,’ 
“Satan’s Beanpot” and others, which gave the place 
its sulphuric name. For generations an annual pic- 
nic was held here, attended by thousands of people 
for many miles around. Signboards, giving the direc- 
tion and number of miles to “Purgatory” are on all 
the cross roads. 

Now an ice cream freezer company has purchased 
the extensive timber tracts which include the grove of 
mammoth pines at the picnic ground. A saw mill 
has been erected, and before spring the Purgatory 
pines will have been sawed into staves to form the 
tubs for freezers. 





COASTER BRAKES INCREASE JOY AND 
LESSEN DANGERS OF CYCLING. 


The claim made for the Coaster Brake, as perfected 
by the Corbin Screw Corporation, is that it has 
brought bicycle riding to the point of luxuriousness. 
No longer, it is said, need the wheelman’s feet fol- 
low the pedals throughout their ceaseless rounds, and 
no longer is the hand benumbed by the long applica- 
tion of brake pressure. But the Corbin Coaster Brake 
is said to do more—eliminating from riding its one 
danger. This device, the manufacturers state, places 
the “wheel” under the rider’s absolute control, makes 
it obedient to hi‘ will, instantly and surely, when 
danger to himself and to others is imminent. It has 
complete ball bearings throughout and brings the ma- 


chine to a gradual stop or to a sudden stop—just as 
conditions warrant. Corbin Brakes are described as 
compact in form, handsome in outline, simple in de- 
sign, instantaneous in action, positive in movement, 
powerful in use, and durable in service. All the me- 
chanism is in the rear wheel hub where it is said to be 
safeguarded from dust, dirt and injury. Catalog de- 
scribing the different types and parts for bicycles and 
motorcycles can be obtained from the Corbin Screw 
Corporation, New Britain, Connecticut. 





FOREIGN TRADE OPPORTUNITIES ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of loreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés has received information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 
ber as given herewith: 

Fencing wire, Number 22788—An American consular 
officer in Brazil reports that a firm in his district is in the 
market for fencing wire, round and oval shaped. A sample 
of the round wire may be inspected at the bureau or its dis- 
trict offices. (Refer to File Number 80456.) The oval-shaped 
wire should be of the same size. Correspondence in English. 

Fishing tackle, etc., Number 22791—An American con- 
sular officer in Russia transmits the name of a firm in- his 
district which is in the market for all kinds of fishing sup- 
plies, and desires to enter into direct relations with Ameri- 
can firms dealing in this line of goods. Correspondence 
should be in Russian. 

Hardware, dry goods, etc. No. 22784—An American 
consular officer in China transmits the name of a leading 
Chinese firm in his district which desires to enter into com- 
mercial relations with American manufacturers and exporters 
of soap, wire, galvanized iron, nails, cotton and woolen piece 
goods, leather, sugar, cheap blankets, thread, gunny bags, 
glass, wall paper, condensed milk in tins, linoleum, table 
covers, velvet and corduroy, shoe polish, buttons, barbers’ 
clippers and scissors, cement, horseshoes, and flour, etc. The 
firm is also in a position to export soya beans, soya-bean 
oil, and “tussah,” or the reeled wild silk from which pongee 
fabrics are woven. Samples where possible are desired. 

Wire nails, Number 22779—An American consular officer 
in Portugal writes that a merchant in his district is in the 
market for wire nails. Sizes are indicated on a sketch, which 
may be inspected at the bureau or its district offices. (Refer 
to file No. 79587.) Samples are desired. Prices f. 0. b. New 
Orleans. Correspondence in English. Reference. 

Steel wire, Number 22814.—A manufacturer of metallic 
cables in Switzerland is in the market for steel wire. Annual 
requirements, 15 to 20 carloads. Quotations are desired on 
30 tons of galvanized steel wire, with a resistance of 120/40 
kilograms to the cubic millimeter, in the following lots: 
3,000 kilos, 0.4 mm.; 6,000 kilos, 0.5 mm.; 6,000 kilos, 0.6 
mm.; 5,000 kilos, 0.7 mm.; 5,000 kilos, 0.8 mm.; 5,000 kilos, 
0.9 mm. Delivery close of present year. References. Cor- 
respondence in French or German. 

Hardware, Number 22810—A firm of hardware mer- 
chants in India‘ desires to be placed in communication with 
American manufacturers of general hardware. 

Lanterns, etc., Number 22818.—A firm of wholesale mer- 
chants in East Africa desires catalogues with prices, etc., of 
medium and cheap grades of beads, flannels, lanterns, 'ete. 

Hardware, Ftc., “Number 22908-—A firm in the Domini- 
can Republic wishes to represent American manufacturers 
and exporters of hardware, rice, packing-house products, 
canned goods, shoes, furniture, machinery and dry goods. 
Correspondence in English. References. 

Razors, Number 22843.—A firm in the Far East desires 
to enter into commercial relations with American manufac- 
turers of razors, watches, patent leather for shoes, etc. The 
firm is also in a position to export p1 -ecious gems and rough 
stones for mechanical purposes. 

Hardware, Number 22868.—The representative of an 
Ttalian ‘firm now in the United States wishes to represent 
American manufacturers of light hardware. Correspondence 
in English. References. 





PUSH SALES OF OIL CANS NOW. 





With the coming of fall, the long evenings bring 
intu greater use all sorts of artificial light, and the 
hardware dealer who is alive to his 
opportunities, therein finds a means by 
which he can increase his sales, not 
only of oil lamps, but of gasolene light- 
ing systems, and thereby of supplies 
for same, all of which means extra 
profits for him. The fact that many 
farmers today have gasolene engines 
which they use for feed grinding, 
wood sawing, in the dairy or in the 
laundry, and for many other purposes makes it neces- 
sary for them to buy gasolene in much larger quanti- 
ties than was formerly the case, and here again greater 
sales opportunities present themselves to the hard- 
ware dealer, because in most of the states there are 
laws which provide for special cans in which to carry 
and store this liquid. The Wheeling Corrugating 
Company manufacture a large line of cans for all 
kinds of volatile oils, all of which are said to comply 
in every respect with these laws and which, therefore, 
the dealer can safely offer to his customers. The ac- 
companying illustration shows one of these cans which 
is equipped with a heavy handle, attached to the body, 
besides the regular bail handle on top, also with large 
opening with screw cover for filling and a screw cock 
spout. For full information about these oil and gaso- 
lene cans dealers should write to the Wheeling Corru- 
gating Company, Wheeling, West Virginia. 
ENAMELED COOKING UTENSILS OF GREAT 

DURABILITY. 


ee 7 Eh 
CELERY 





Oll Can. 








The durability of enameled household utensils and 
the satisfaction they give to the housewife are de- 
pendent upon two 
factors: First, the 
quality of the base 
material, and_ sec- 
ond, the protective 
covering and _ its 
manner of applica- 
tion. The ware 
must be strong, yet 
light and convenient 
to handle, and 
should present a 
handsome enameled 
surface that will not 
break, dissolve or crack off under the action of heat. 
Merits such as these are said to be. characteristic of 
the Agate Nickel-Steel Ware, one of which, a berlin 
kettle, is shown herewith. In this ware, extreme 
longevity is said to be assured by coating the strong 
nickel steel base with an enamel which is so hard that 
the fusing point is not reached until the nickel-steel is 
about ready to melt, thereby combining with the 





Agate Nickel-Steel Berlin Kettle. 


vitreous composition and forming a clinch which, it 
is claimed, no subsequent heating can destroy. The 
purity of both the metal and the enamel, according to 
the manufacturers, 


combined with the finish and 
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multiplicity of designs, further conduces to make the 
entire line give the utmost satisfaction. Catalogs and 
price list can be obtained from the Lalance and Gros- 
jean Manufacturing Company, 1900 South Clark 
Street, Chicago, Illinois. 


os. 


PATENTS CASH REGISTERS. 








Thomas Carroll, Frederick L. Fuller and Haakon 
AA. Martin, all of Dayton, Ohio, assignors to the Na- 
tion Cash Register Company, Dayton, Ohio, have se- 
cured United States patent rights, under numbers 
1,202,800, 1,202,825 and 1,202,867, respectively for a 
cash register, an autographic register and a cash reg- 


ister, described in the following: 


Number 1,202,800: 
In a machine of the 
class described, the 
combination with a 
pair of complemen- 
tary movable mem- 
bers movable in the 
same direction, man- 
ipulative devices for 
controlling said mem- 
bers, a plurality of 
totalizing devices se- 
lected for operation 
by either of said 
members, and means 
for actuating the se- 
lected totalizer. 

Number 1,202,825: In a machine of the class described, 
the combination with a reciprocatory feeding mechanism for 
record strips, of operating devices having a constant move- 
ment at each operation, means whereby the feeding mechan- 























ism is reciprocated during certain parts only of the move- 

ment of the operating mechanism, and devices for locking 

the feeding mechanism against movement during the other 
parts of the movement of the operating mechanism. 

ae Number 1,202,867: In 

, ¢ a machine of the class de- 


scribed the combination 
with a bank of keys; of a 
locking plate for said 
keys, constructed to be 
moved in one direction 
upon the operation of cer- 


tain keys in the bank and 
in the opposite direction 
upon the operation of cer- 
tain other keys in the 
bank; a release key 1” 
said bank; and a procc- 
tion on said locking plate 
whereby said release kcy 
by its engagement with 
said projection releases 
the key depressed. 











Single out certain items, give your clerks specia! 
talking points, and ask them to feature them. 
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Thanksgiving Time Brings Extra Profits — 
to Live Retail Hardware Dealer 


By Witiam T. Gorm.ey, of the Bullard and Gormley Company, Chicago, Illinois. 














In a few weeks one of the great feast days of this 
country will again have arrived and the Thanksgiving 
a, Dinner be  served—this 
, year, happily, under cir- 
cumstances which will in- 
sure a well-set table for 
practically everyone who is 
willing to work. 

The intervening time 
should be used in every 
way possible by the retail 
hardware dealer to take 
advantage of the many 

William T. Gormley. opportunities for sales of 
such articles as are particularly in demand for the 
preparation and serving of the Thanksgiving Dinner, 
and I shall in the following outline some of the meth- 
ods by which he may secure his full share of the trade 
that can be worked up for this occasion. 

The first item that suggests itself is naturally that 
of the roaster in which the “piece de resistance” is 
baked or roasted, and a considerable number of sales 
can easily be made if the retail hardware dealer will 
call the attention of the housewives in the proper 
manner to the stock that he carries of the various 
grades, shapes and metals in which these roasters 
come. 

Along with these, there are food choppers for use 
in grinding the dry bread for the dressing, chopping 
of apples and celery for the salads, as well as of the 
giblets and other ingredients of the gravy. 

Then, of course, there will be a demand for various 
other vessels and appliances that are used by the mod- 
ern housewife in preparing a Thanksgiving Dinner, 
provided the retail hardware dealer does something to 
remind her of the necessity for and convenience of 
these various articles. 

But while the kitchen utensils offer many sales op- 
portunities it is really when we enter the dining- 
room that the profit-making openings present them- 
selves, for here we have sets of table cutlery in solid 
or plated silver, cake dishes, tea and coffee per- 
colators, etc., not to mention the dinnerware in china 
and semi-porcelain, cut glass dishes from the small 
jelly nappy to the large bowl or water bottle—and 
all of these lend themselves very nicely to effective 
display both in the store and in the show windows. 

The retail hardware dealer should, of course, have 
a fairly -well assorted stock of these various articles 
at this time, but the mere fact that he has them in 
stock is by no means sufficient—he must bring them 
to the attention of as many people in his community, 
as possible, and for this purpose he has two avenues 
of advertising, both of which should be used to the 
fullest possible extent. 


The first of these—though by no means always the 
most important one—is his windows, and they can be 
used to good purpose by arranging attractive window 
displays is a suggestive manner. 

One of the most effective methods of displaying 
chinaware, for instance, is a dining-room table with 
a buffet or sideboard in the corner, on which may be 
arranged the various dishes as if in getting ready for 
a party. This will give an opportunity to display all 
the various dishes that are used in serving the Thanks- 
giving Dinner, and to lend life to the window display 
it might be well to arrange on some of the dishes 
articles of food that naturally go with such a dinner 
—jelly, celery, nuts, etc. Silverware, cutlery and 
glassware should, of course, also be arranged on the 
table. 

In the foreground of the window, other sets of 
chinaware, cutlery and special pieces of silver and 
cut glass may be grouped together with teapots, coffee 
percolators and other articles of similar character. 

One of the important points in this connection is 
that a window display loses one of its chief powers 
of sales production unless show cards and price tick- 
ets are used. 

[ noticed in the November 4th issue of AMERICAN 
ARTISAN AND HARDWARE REeEcorp two very excellent 
window displays which may be used as examples of 
very good advantage, and it will be noted that in both, 
show cards and price tickets formed an important 
part. 

I do not mean, however, that price tickets should be 
obtrusive in any way, and this is not at all necessary, 
for a neatly lettered, small card will not only not de- 
tract from the beauty of the display but, on the con- 
trary, will add very much to its selling force. 

The second means of advertising—and a very im- 
portant one—is the local newspaper and liberal space 
should be bought and used for the purpose of adver- 
tising the various articles in which the housewife is 
naturally interested at this time. These advertise- 
ments should contain special information about the 
merchandise the retail hardware dealer has for sale, 
illustrating and describing some of,them and quoting 
definite prices at which they can be bought at his 


Chicago, November 6, 1916. 


titan 

Saw a young man the other day who in his spare 
moments had studied sign-writing, and now he is able 
to add to the appearance of the store by well-written 
signs, and his pay envelope is richer by several dol- 
lars per week. 











AMERICAN ARTISAN AND HARDWARE RECORD November 11, 1916, 











EXHIBITS INAMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








HANDSOME WINDOW DISPLAY OF FALL 
AND WINTER SPORTING GOODS. 


The arrival of fall and later on of winter does not 
necessarily signify a decline in the popularity of sport- 
ing goods and many progressive retail hardware deal- 
ers have found it to their advantage to feature fall 
and winter sporting goods in attractive window and 
interior displays. Such a window display which 
merits commendation because of its attractive appear- 
ance and price quotations, is shown in the accompany- 





three and one-half feet wide at the center, and was 
covered with buff crepe paper, upon which were placed 
footballs, basketballs and medicine balls, with a border 
of black shells. "a 

The floor, covered with yellow crepe papér, was 
neatly and symmetrically arranged with several sets 
of boxing gloves, and various football accessories, such 
as pumps, shoulder and knee pads, wrist supports, 
ankle braces, elastic bands, etc. Against the platform 
in the rear were placed shell cartons and in ‘the center 
rested a large framed testimonial. fs 





Window Display of Fall and Winter Sporting Goods Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE 


RECORD Window Display Competition. 


ing illustration. It was prepared by H. IF. Westcott 

for the I. E. Swift Company, Houghton, Michigan, 

and received Mention in AMERICAN 

ARTISAN AND HarpWARE Recorp Window Display 
‘ 


Honorable 


Competition. 

The color scheme of the display was yellow, buff 
and brown, with a border of maple leaves. The oval- 
shaped cut-outs, which supported the footballs, were 
cut from composition board, painted dull white and 
tacked on a shelf which was six inches wide and 
twelve feet long, with striking bags suspended from 
same. I*lower pot brackets were used at upper cor- 
ners and at either side of sportitig goods sign for sup- 
porting and suspending footballs, basketballs, and box- 
ing gloves. Each shotgun on the background was’ fur- 
nished ‘with a price tag bearing the gauge’ and make. 


The arc-shaped platform was twelve feet long and 





Arranged by H. F. Westcott for the |. E. Swift Company, Houghton, Michigan. 


The beauty and effectiveness of the window display 
were materially enhanced by the use of the autumn 
leaves, cuts and show cards, and by the price tag at- 
tached to each article displayed. By using these tags, 
the trimmer enabled the onlookers to form definite 
opinions regarding the various items and as a result, no 


doubt, a good number of sales were made. 


«> 


ELECTRICAL PROSPERITY WEEK GIVES 
OCCASION FOR ATTRACTIVE 
WINDOW DISPLAY. . 








A handsome window display of Electrical App! 
ances which was arranged for Electrical Prosperity 
Week is shown in the accompanying illustration. 
was prepared by N. P. Elufson for J; A. Mahon« 
Incorporated, Deming, New Mexico, and received 


















AMERICAN ARTISAN 


Honorable Mention in 
HARDWARE ReEcorD: Window Display Competition. 


AND 


The chief portion of the electrical appliances was 
arranged on a platform about two feet high and on 
the steps leading down from it to the floor. Purple 
flannel was used to cover the platform, steps and 
floor, and made a pretty backing for the plated 
devices. Op the platform an electric 
washing machine, fitted with a wringer, was set up 
and on the front of it were placed two cards, one 
dealing with the machine and the other with several 


utensils and 


electrical appliances that were to be given away free. 
The steps and the remainder of the floor space were 
arranged with various types of electric percolators, 
chafing dishes, toasters, frying pans, etc., together 
with serving trays, table lamps, motors and other elec- 
trical items. Brass pedestals to each side of the plat- 
form supported pretty table lamps; to the right was 
shown a vacuum cleaner and to the left an electric 


Window Display Competition. 
range. The entire window display was symmetrically 
arranged and well-balanced, and a heavy green, silk 
cord was coiled about the various portions to repre- 
sent connecting wires. 

The lamps displayed, together with the chandeliers 
hanging from the ceiling, were fitted with bulbs and 
lighted during the evenings. Thus they served a 
double purpose—illustrating electrical appliances and 
at the same time illuminating the window. Two cards 
at the sides of the steps announced that the store was 
celebrating Electrical Prosperity Week, and the effect 
' was further enhanced by several show cards about the 

window display and two large posters on the back- 

ground. 





This arrangement furnishes a good example of how 
a retailer can link up his window display with national 
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events that the public as a rule is acquainted with. It 
will not be disputed that a timely and ideally-opportune 
window display such as this proves far more resultful 
than one prepared just as fancy strikes the retailer. 





ENTER YOUR HOLIDAY WINDOW DISPLAYS 
IN THE WINDOW DISPLAY 
COMPETITION. 


IXvery holiday, every season of the year, gives the 
retailer or his salesmen the opportunity of showing 
their originality in a window display and each window 
display gives them the chance of sharing in the 
award of $100.00 in cash prizes in the Window Dis- 
play Competition now being conducted by AMERICAN 
ARTISAN AND HARDWARE Recorp. Little more than a 
month remains to enter the Competition, which closes 
on December 15th, and every retail hardware dealer 
or salesman who has already entered one or more dis- 





Window Display of Electrical Appliances Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD 
Arranged by N. P. Elufson for J. A. Mahoney, Incorporated, Deming, New Mexico. 


plays, as well as those who are planning to participate, 
should make every effort to send in as many window 
Just 
now the window trimmer is devoting his time to the 


displays as possible during the remaining time. 
preparation of novel, attractive Thanksgiving and 
Christmas window displays and as soon as these are 
arranged, he should have them photographed and 
send in the photographs together with complete de- 
scriptions. Many of the prettiest and most effective 


window displays of the year are arranged for these 


holidays, and every entrant or prospective competitor 


who wishes to do himself justice will see that he 
enters at least one of these window displays and that 
each photograph is accompanied by a full descriptien 
of the manner of arrangement, the materials used 


and the items displayed. 
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The Window Display Competition is open to any 
retail hardware dealer or salesman, who may enter 
as many window displays as they desire. One hun- 
dred dollars in cash prizes will be awarded for the 
window displays deemed most excellent. 

As previously announced, the window displays may 
be of any kind of hardware or related lines, such as 
general hardware, builders’ hardware, tools, cutlery, 
housefurnishings, farm and garden implements, sport- 
ing goods, hunting equipment, automobile accessories, 
electrical supplies, stoves, ranges, warm air heaters, 
sheet metal, etc. Details of the award of prizes and 
conditions of the Competition are given herewith: 

Award of Prizes. 

The prizes will be awarded as follows: 

First prize, $50.00 in cash, for the best photograph 
and description received of window display of hard- 
ware and kindred lines. 

Second prize, $25.00 in cash, for the photograph and 
description second in excellence. 

Third prize, $15.00 in cash, for the photograph and 
description third in excellence. 

Fourth prize, $10.00 in cash, for the photograph and 


description fourth in excellence. 
Conditions of Competition. 
The conditions of the competition are as follows: 


The photographs must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used. These photographs and descrip- 
tions may be sent by mail or express, charges prepaid, 
and must reach this office not later than December 
15, 1916. Address all photographs and descriptions 
to AMERICAN ARTISAN AND HARDWARE ReEcorD Win- 
dow Display Competition, 910 South Michigan Ave- 
nue, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put upon a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed ; one of them will be an expert window dresser 
and one an experienced hardware man. This Com- 
mittee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders, and will decide the win- 
ners of the Competition. 

AMERICAN ARTISAN AND HARDWARE RECORD re- 
serves the right to publish all photographs and de- 
scriptions submitted. 
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TRADEMARK ON WIRE 





CLOTH OR FABRIC, 


The Buffalo Wire Works Company, Buffalo, New 
York, has secured copyright on the trademarks shown 
in the accompanying il- 
lustrations, under num- 
bers 97,944 and 97,945. 
The particular descrip- 
tion of goods is “Wire 
Cloth or Fabric.”” The Company claims use since 1883 
on the former and 1869 on the latter. The claims 
were filed September 12, 1916. 


97,044 


| Buffalo 


97,945 





HOLIDAY PACKAGE OF TOOLS MAKES EASY 
SALES FOR HARDWARE RETAILER. 


An appropriate item when neatly arranged in a 
Christmas box or package helps many undecided shop- 
pers to select their Christmas gifts, and the great 
number of hardware articles that may be thus fea- 
tured open up an avenue of sales that should be fully 
taken advantage of. Among these items is an assort- 
ment of tools for home use which has been prepared 
by the Vaughan and Bushnell Manufacturing Com- 
pany, and is shown in the illustraiicn herewith. The 
assortment comprises a 16-ounce nickel plated ham- 





Holiday Package of Vaughan and Bushnell Tools. 


mer with a mahogany finish handle, an 8-inch nickel 
plated plier and wire cutter, a 5-inch screw driver, the 
shank of which runs through the handle, making it 
exceptionally strong, and a 34-inch, all steel, wood 
prying chisel. These four high grade tools are packed 
in the canvas roll, as illustrated, and placed in a hand- 
some holly covered carton, which fornis a very at- 
tractive package and makes a strong appeal to the 
customer. The retail price of $3.00 is said to allow a 
liberal profit to the retailer, and those desiring fur- 
ther details about this Christmas assortment or about 
the Company’s entire line of tools should address the 
Vaughari and Bushnell Manufacturing Company, 2114 
Carroll Avenue, Chicago, Illinois. 
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SECURES PATENT FOR LAWN MOWER. 


Levi Brown, Valley Junction, Wisconsin, assignor 
to the Clarinda Lawn Mower Company, Clarinda, 
lowa has procured United States patent rights, under 
number 1,202,963, for a lawn mower described in the 


following : 

In a machine of the 
class described, the com- 
bination of a _ frame 
formed with a hub, a 
shaft mounted for rota- 
tion and concentric of 
said hub, a bearing met- 
ber fixed to said shaft, 
= a bearing member loose- 
ly mounted on said shait 
and cooperating with 
said fixed bearing mem- 
ber, a split wedge con- 
tacting with the loose 
bearing member and the 
inner face of said hub, 
and a spring arranged to 
move said wedge 1to- 
ward said loose bearing 
member. 





1,202,963 
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SUPERVISION OF SALESMEN 


At a recent meeting of the New York Salesman- 
agers’ Club, Bevan Lawson, General Salesmanager of 
the AutoStrop Safety Razor Company, New York 
City, delivered the following highly instructive ad- 
dress on “Supervision of Salesmen :” 


The subject for discussion—“The Supervision of Sales- 
men,” is mainly indicated by the subtitle—‘Can it be too in- 
tensively applied,” and like all theoretical questions, the an- 
swer is of course entirely comparative. 

A certain noted Tobacco Company employs a huge army 
of salesmen, and they lay out a very elaborate schedule for 
each man, providing for every hour in the day, telling him 
what train he shall go out on and what time he must arrive 
in each town, where he shall stop, and just exactly what 
he must do. This is surely supervision enough, and it re- 
sults very successfully for their business. But these men are 
order takers, they do not draw down very high salaries but 
are a very hardworking bunch of automatic salesmen, gov- 
erned by rule of thumb, called upon to use as much native 
wit as they possessed when hired, and worried chiefly by de- 
sire to get round their district on time. Their success de- 
pends entirely on supervision and as much of it as can be 
crowded into a day’s work. But this kind of supervision we 
are not discussing. 

Next in line we have the very big houses which are mar- 
keting a renowned product, and they too are compelled to 
adopt very comprehensive and sometimes very intricate meth- 
ods to regulate and guide their salesmen. These large or- 
ganizations are usually administered by men of eminent ca- 
pacity, and their policies are beyond suggestion or criticism 
by those not familiar with the handling of very large bodies 
of men. 

Can Supervision Be To» Intensive? 

Our main consideration therefore is directed to firms 
which also employ a considerable sales force but are both 
able and disposed to give to each salesman all of the indi- 
vidual attention that he requires, and the question now re- 
Ss such supervision be too intensively ap- 
plied ?” 

The answer which I will now make in a definite state- 
ment will really be the text for my entire address: “Super- 
vision which leads a salesmanager into personal contact with 
his men on the road or’ which develops the salesman’s per- 
sonal resourcefulness cannot be too aggressive because it 
brings mutual understanding and argues for everything which 
is of benefit to the salesman. 

“On the other hand, supervision can easily be too inten- 
sive if it leads salesmen to depend upon their salesmanager 
for every minor suggestion, or in any degree interferes with 
the salesmen’s freedom of thought and action.” This is 
answer only to the last of the four subdivisions of the sub- 
ject, and I am going to largely confine myself to a considera- 
tion of the salesmanager’s personal leadership and influence 
in the ethical sense, and will leave discussion upon the phys- 
ical direction of men for later opportunity when this meet- 
ing is thrown open for the exchange of opinion and experi- 
ences. 

What Is Stimulation of Salesmen? 

Most of us can call up a picture of what Stimulation of 
Salesmen means as applied to our own business, but if we 
are going to discuss it we must define just exactly what 
Stimulation is, so that we may start on a common basis, and 
then try to follow that definition through in its practical 
application to business. Stimulation is the infusion of new 
life into an individual, or new energy into a project. Sales 
Stimulation is the quickening by inspiration and the _ re- 
kindling by example of the active and latent forces which 
are under a salesmanager’s control or are at his disposal. 

Inspiration may be both imparted or received, but being 
in itself largely regarded as a spirit rather than a substance, 
inspiration in business affairs may be described as that in- 
tangible something which we try to impart to the mind, but 
which finds its abiding place in the soul, and therefore is an 
impelling and a vitalizing force capable of achieving results 
both visible and invisible. 

Routine and Ethics. 

Every salesmanager’s mind runs in two channels, through 
one of which flow the thoughts connected with routine and 
system, and through the other run thoughts concerning the 
higher ethics of selling with desire to raise the personal 
standard of his sales staff. ; 

Executive ability in the first place is the exercise of judg- 
ment in securing the right kind of salesmen, combined with 
capability to equip them with a knowledge of every require- 
ment. This is commonly within the province of every sales- 
manager, but the highest executive proficiency is shown by 
men who can keep such salesmen at the top-notch of their 
willing endeavor. I say “willing endeavor” with intention, 
because earnest service can only be possible when it is 
eagerly performed. 
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In almost every selling task there is the element of dis- 
like for some of its phases. That which a man knows that 
he can do well he finds pleasure in doing, and there is not 
much need for stimulation when his heart is in his work; but 
that same salesman may lose money for his house because 
there is some duty which is irksome to him, and is therefore 
neglected. . 

Training in Discomforts. 

Most good salesmen are highly temperamental, and their 
effectiveness may be very easily disturbed by some neglect 
or misunderstanding between themselves and their sales de- 
partment. Although we may have but little patience with the 
vagaries and notions of men who are hypersensitive, yet we 
should always remember that our very best men are most 
liable to sometimes be working under a strain, and their 
valuable effectiveness may be impaired for long periods, just 
for lack of that one touch which makes the whole world kin. 
The unpleasant tasks which are sometimes very necessary 
assignments are the most prolific causes for such discontent, 
and consequently a salesman should be better trained in the 
discomforts of his job than in its more pleasant phases. 

Too many salesmanagers put more effort into exploiting 
the profitable features of their business than the unprofitable. 
They concentrate effort along the paths of least resistance. 
They are like generals who pursue in completion of a victory 
and neglect the line of battle where there is carnage and loss 
and disaster. Victories there must be or there would be no 
reward for battle, but the brilliant general is he who directs 
his deepest strategy to points where there is the most danger 
—even though victory is his sweetest reward. 

Willingness to pursue is not always based upon supreme 
courage, but it is the army which willingly resists that glori- 
fies the successful general, and it is his tact and leadership 
which keeps an army at the top-notch of willing endeavor 
and insures ultimate success under all conditions. 

Willingness Keynote of Cooperation. 

Willingness therefore is the keynote of cooperation, and 
personal consideration shown to an individual salesman will 
induce more real voluntary service than anything else. It is 
all very well to be a cog 1f you are a recognized cog, but if 
you get the idea that you are a forgotten cog it changes your 
viewpoint entirely. 

Nothing will rob a man of willing impulse so quickly and 
effectively as delayed recognition of his personal value, and 
yet on the other hand there are men who are so constituted 
that any recognition or praise which they may receive is 
only a sop to their vanity, and instead of acting as a stimu- 
lant it has a sedative effect and gives them a false estimation 
of themselves. 


Praise Is Like Wine. 

Therefore, the exact degree of stimulation which may be 
exerted through the medium of praise and recognition is 
indeed a problem. Praise is like wine: it is food for the 
invalid, stimulation for those who are moderate, but poison 
to those who do not know how to use it. In what manner, 
therefore, and to what degree should a salesmanager com- 
municate his satisfaction to his salesman upon an individual 
success ? 

In my opinion, the direct message of praise should be 
quite as carefully pondered over as the message which car- 
ries blame or criticism, and praise should only be given where 
it is reasonably certain to inspire renewed effort and sharpen 
the desire for continued commendation. Each salesman’s 
singularity should be studied in either case, and equal con- 
sideration should be given to the probable effect of blame or 
praise on that salesman’s self-esteem. 

Must Awaken and Preserve Salesman’s Faith in Self. 

It is the task of every salesmanager to carefully awaken 
and preserve in all salesmen their own self-faith. A man’s 
achievement can never rise higher than his own self-faith, 
and there can be no consistent success unless it is relentlessly 
pursued. If a salesman thinks that he can do a certain thing, 
it is more than half done, but so iong as he has even a 
remote idea that he cannot do it, it is a moral certainty 
that he never will. 

Considerable thought should be 
whereby a salesman may be able to gauge his effectiveness 
in comparison to some standard, which may either be his 
own quota or the quota of other salesmen. He will not then 
be dependent upon the written communication but will be 
able to take his own bearings. Thus he will find out exactly 
where he stands and also learn to took into himself for his 
own endorsement of the work which he is doing. 

This is where the “Game” idea is specially valuable, be- 
cause it gives the salesman a mark to aim at and brings the 
knowledge of his success or failure right home to him with- 
out the need of any official comment. 


given to some method 


Comparative Sales Chart Tells Story. e 
Next to the “Game” idea the geometrical charting of 
comparative sales also carries the’ message without com- 


mitting the sales department to any personal comment, and 
where the sales force is not large enough to carry on a 


“game,” the chart is eloquent of comparative success or 
failure. 














- 
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A plan which I originated myself, and which I have used 
effectively for several years, is perhaps adapted to all classes 
of business whether large or small. This simply consists of 
a demand that each salesman shall himself compute the exact 
percentage of his own actual cost in securing the business 
which he has written for the past week. The process is very 
simple and the calculation is within the ability of every sales- 
man who knows the rudiments of simple addition and long 
division. 

When-a salesman is making up his weekly expense ac- 
count for refund, I require him to add together his weekly 
expense and his weekly salary. Into this total he divides the 
net total of his week’s business, and the quotient is his per- 
centage of cost. If the first figure in the quotient is a nought, 
he knows before he goes any further that the result will be 
less than 10 percent, but if the first figure is a numeral, then 
he has anxiety to finish the division, and he is thus brought 
face to face with his actual expense of getting business in 
a practical way which would never carry its full lesson in 
any other manner. 

Furthermore, | have found that without any comment 
from this office, salesmen will be quite sufficiently distressed 
by continuous high cost if they are compelled to send in a 
negative percentage for several consecutive weeks, and this 
anxiety which is usually the burden of the sales department 
is thus transferred to the men on the road. 

Object Is to Keep Salesmen on Their Toes. 

The object of all such schemes is to keep the salesmen 
on their toes, and a study of the result is always interesting 
because it is the nearest approach which can be made toward 
a paper-analysis of their sales interest. 

At the same time care must be taken against putting too 
much clerical work on the shoulders of the salesman. One 
very prolific cause of discontent among salesmen, and an 
item which robs a man of willingness on the road is the im- 
position of too much reporting which involves laborious 
writing at night. Some houses require their salesmen to do 
a lot of harassing work on the road which should be done 
in the accounting department. It may seem logical that 
when travelers are reporting to the office and have the figures 
before them, that they can easily arrange them in different 
ways to get different results which will prepare an easy 
record for the file system or books. Thus a burden is 
placed on the traveler which he greatly resents because an 
extra worry is tacked on to the end of a trying day and is 
added to the writing which he must do any way, and it 
makes him draw on his reserve energy all the time, and 
this is a bad thing. 

Furthermore, he soon becomes the butt of witticism and 
remark from his road acquaintances, and this doesn’t im- 
prove his temper. 

To keep men willing and effective they must be released 
from all possible routine work which can in any way be 
done in the office, and blank forms should be simplified in- 
stead of being made more complicated every time the sales- 
manager places a repeat order with his printer. We should 
earnestly fight against the temptation to add a lot of fussy 
columns every time we revise a blank form. merely to “get 
more information out of the men.” 

Consideration in Planning Salesmen’s Trips. 


A salesman’s home life should also be a matter for the 
manager's solicitude in as large a degree as is compatible 
with the circumstances. The wife and family counts largely 
in a salesman’s effectiveness, especially the wife. The hom- 
ing instinct which we all possess is a tremendous element in 
every sales force and has a direct bearing on the profits of 
the house. Long trips are necessary, but should be prefer- 
ably assigned to salesmen who are not married. 

When a man is hired as a single man and later gets 
married, great consideration should be given to the change 
it is likely to effect, and the geography of his territory should 
be considered more deeply than the wedding present we send 
him. The home instincts will now be an added sense, and 
many are the good men that [ have seen demoralized by the 
domestic call. 

Much of this can be obviated if the salesmanager’s blood 
averages up to the right number of red corpuscles, and also 
if he is close enough to his staff to exert an influence even 
in their household affairs. 

“Solicitude” is a word which I used a moment ago, and 
it exactly expressed the attitude which I am advocating to- 
wards this creature side of the sales force. I will not at- 
tempt to particularize upon the methods or opportunities 
which are as varied as the personal characteristics of each 


salesman, but I dwell on the home side of a traveler’s life © 


to point out the obvious fact that a man’s willing service is 
given so long as his mind is not disturbed, and the two chief 
worries which are discouraging to a salesman more than any- 
thing else, are poor business and trouble from home. 
Qualities That Are Essential to Good Salesmanship. 

The namable qualities which a salesmanager must create 
and nurture among his salesmen are wide and varied, yet for 
definite purpose I will name those which chiefly form sell- 
ing ability in successful salesmen: 








Initiative is essentially the ability to start something. 


Initiative gives birth to an idea or purpose. It is an inde- 
pendent action of some nature which neither depends for 
its origin upon a prearranged plan or idea. 

This is the most valuable asset which a salesman can 
possess. It is usually born in a man, and yet it can also be 
acquired, and if encouraged it becomes a habit both of mind 
and action. At the same time initiative can be hopelessly 
killed in its earliest infancy if it is in any way frowned upon, 
and that manager is wise indeed who is ready to recognize 
the difference between initiative and rebellion. The first in- 
dication of initiative in a salesman is sometimes branded as 
a mistake. A salesman who has ability to decide quickly 
can afford to make mistakes because he has equal ability to 
quickly rectify them, and therefore if a mistake is made 
early in the game by a traveler who evidently had to think 
for himself before he departed from fixed rule, comment or 
criticism from headquarters should only be made after close 
analysis of the impulse which prompted it. What may look 
like a glaring irregularity may have behind it a far bigger 
idea than the rule which governs the regulation circum- 
stance. 

A salesman’s personal judgment is often the ftind from 
which a salesmanager may draw for his future success, and 
it should be in no measure unduly restricted or destroyed. 
If a salesman is forced to yield always to precedent, he is 
taught dependency in the place of independence, his field of 
opportunity is immediately limited. The problems of or- 
igination are then exclusively dependent upon the director 
of sales, whereas the entire sales force should, in the highest 
sense, be the laboratory of all sales experiment. 

Every man who is worth the process of engagement as 
a salesman may be endowed by nature with all qualities to 
rise to executive position. But the qualification for present 
fitness as a salesman, and his ultimate destiny for higher 
position, depends upon the one question whether he is afraid 
to do things, or whether he has the courage to have con- 
victions of his own. If you hire a man who has all the 
earmarks of a good salesman, and before you give him a 
chance of self-development you proceed to dominate him and 
compel him to measure only up to the standard of your own 
experience, you merely teach him to agree with you on all 
points before he dares to do his own thinking, and his con- 
sequent opinion is only a modification of your own. 

Initiative then is both a heritage and an accomplishment 
—an exotic which may wither at a touch, but a hardy annual 
if it is nurtured in proper surroundings. 

Ingenuity is closely allied to Initiative, but may exist 
apart from, and in addition to, the power to create or start 
something. Ingenuity as applied to salesmanship may be 
defined as adroitness or intelligent invention in the carrying 
out of a task or idea. There is nothing more refreshing than 
a new method, either in argument or action, and in every 
sales force there are always men who approach things in 
their own way. There is much to be argued against the abso- 
lute stereotyping of sales methods and the relentless standard 
which is always based on precedence. 

Resourcefulness differs from Initiative and Ingenuity 
chiefly in scope. Resourcefulness in salesmanship is purely 
the highest degree of self-reliance, and is chiefly recognized 
in the exercise of quick judgment to meet a contingency. 
Resourcefulness is another name for ability to overcome a 
difficulty by substitution of something in its place. 

Before the present-day period of keen commercial com- 
petition, that is, in the days when road men earned the name 
of “Drummers,” there were of course resourceful salesmen, 
but now that traveling salesmen have spread the knowledge 
of merchandise values, chiefly through the standardization of 
branded and trademarked articles, and now also that adver- 
tising has put its seal on most products, the situation is a 
very different one, both in the salesman’s approach and his 
reception, so the difficulties which salesmen now meet are 
the difficulties created by their competitors, and prompt 
measures must be decided upon to continuously meet these 
changes. Resourcefulness then is.a spontaneity, an impulse 
most valuable and not common, it breeds self-reliance and 
gets business in times of famine. ) 

Salesmanagers themselves must perforce be resourceful; 
it is more than half, if not the whole, of their job; and they 
must look closely for this quality when they hire salesmen, 
and above all must amply recognize it when it is evident on 
the firing line. 

Salesman’s Individuality Must Be Kept in Mind. 

My more recent remarks have all been truisms which are 
mostly rudimentary, and yet I have marshaled them with one 
purpose in view, and that is to put great emphasis on the 
extreme importance of never losing sight of each salesman s 
individuality, because in the midst of deep occupation and 
supreme personal: responsibility we are all liable to become 
self-centered and to rely too much on ourselves for the 
material which we are using to build our edifice. 

I am taking the. viewpoint that supervision over travel 
ing salesmen can be very easily over-exerted if it in #0) 
recognized manner substitutes for, or crowds out, self-reli- 
ance, initiative, and all the other spontaneous activities which 
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salesmen will serve us with intelligently if we treat them as 
men of individual creative value. 

We talk glibly of scientific salesmanagement and yet 
most of us are merely students of the subject, and cannot 
lay claim to any complete knowledge of salesmanship in any 
way as a known science. Each of us has solved only part 
of his own problem. We all share the same experience; some 
days we are clever fellows and other days we feel very far 
from satisfied with ourselves. But there is hope for us all 
so long as we can perfect the art of making other people 
work for us. The great danger is, that in our ability to do 
things personally we try to do everything impersonally and 
shoulder the whole burden, and in this sense most assuredly 
there are times when we are working very hard to supervise 
our salesmen too intensively. 

Square Peg in Round Hole. 

As an example, I will say that within my own experience 
I come in contact with a great many jobbers. Largely the 
man who directs sales in jobbing houses combines the duties 
of buyer and salesmanager in his own department of goods 
and sometimes also the task of office manager. It is my 
belief that a large proportion of goods which are distrib- 
uted through the canvass of road men are sold under the 
supervision of men who are more proficient in the knowledge 
of stock than they are in the more abstruse problems of how 
to train.salesmen, or how to increase their output by a close 
study of the human element in sales. The buyer, or director 
of sales, is in that position often because he graduated from 
the stock room, or perhaps he is a veteran traveler who 
knows territory thoroughly. It is perfectly logical that such 
men be advanced, or that a son should be brought into the 
business, or even that a son-in-law who does not fit anywhere 
else should be put in charge of the sales department, but 
catalog knowledge does not substitute knowledge of men, and 
familiarity with territory does not fit a man to educate a 
sales force. 

The result which I trace is, that unless a man is naturally 
a ruler of men, or has trained his mind as far as possible to 
meet the problems of individual personality, and especially 
unless he has the ability to analyze human aptitude and even 
prescribe for human ailments, he becomes in such a position 
only an autocrat, putting all confidence in himself. As that 
confidence increases, the horizon of his field draws nearer 
to his door until he can only see in his salesmen a reflection 
cf himself. 

And what of the salesmen who depend upon this kind of 
supervision? You know them as well as I do, for their 
name is legion. They are a respectable class of men, they 
live sober lives, many of them cover the ground and work 
like dogs to give a good account of themselves, and alto- 
gether they are a very worthy lot. Do they submit them- 
selves to supervision? Well, I should say so, indeed!! they 
are super-supervised, this class of men, with sales bulletins 
and instructions galore, with more solemn instructions than 
the flimsies which a conductor of a way-freight train gets. 

Salesmen Became Indifferent to Bulletins. 

In such wholesale houses there is no self-illusion about 
the general fate of these so-called stimulative bulletins, for 
it is frankly admitted by jobbing officials that out of most 
large forces of men there are never more than a very few 
salesmen who pay any attention whatever to special stimu- 
lation, they have so much stimulative matter to read that 
most of them become absolutely indifferent to everything in 
the catalog excepting articles which are commonly on the 
want sheet when they make their rounds. 

I have drawn this picture at length, not indeed because 
it has parallel to a similar story among manufacturers’ sales- 
men, but because it illustrates the point in question; namely, 
that autocratic control which does not foster principally the 
human equation in sales, gets nothing in return but obedience, 
and a one man sales department has no place in scientific 
salesmanagement. 

Included in our anxiety to spur salesmen on to a higher 
efficiency, solicitude for his mental advancement is not to be 
lost sight of. I do not advocate that a salesmanager should 
be an encyclopedia, or constitute himself as a general bureau 
of education, but I am advancing the thought that when a 
sales department engages all of a salesman’s conscious time 
during a protracted period of employment, his mental equip- 
ment can be greatly improved by many insidious methods, 
provided that the salesmanager has inclination to devote a 
reasonable amount of thought for the exact purpose of in- 
creasing his salesmen’s business education and mental adroit- 
ness. 

Trade Papers Commended. 

While in a general sense works and writings on sales- 
manship are entirely valueless and just so much froth, yet it 
is possible to collect a whole library of books on business 
subjects and ethical inspiration which are altogether helpful 
and excellent. Publishers of trade journals and technical 
Magazines are commencing to recognize that there is a large 
field for circulation among the many thousands of travelers 
on the road. A proper investigation into the value of such 
will often lead to a manager’s determination to put this 
stimulative matter within reach of his salesmen, either by 


house subscription for the mailing of the best trade: maga- 
zines which are specially edited for that purpose, or by col- 
lection of a library of the best books on all such subjects. 

I have especially in mind such a series of inspirational 
books written by Dr. Orison Swett Marden, which are all 
simply teeming with just that beautiful human touch that 
compels you to revel in subjects which would otherwise be 
very dry reading, and also full of just that inspiration to- 
ward personal efficiency which you and I would like to 
absorb. Dr. Marden’s writings will put more spirit of pur- 
pose into a man than all the house bulletins which can be 
written. 
Circulating Library for Salesmen. 

Why should not the sales department have its circulat- 
ing library, available to its large staff of salesmen, with the 
reading of such books obviously encouraged for the sake of 
the impress which it would surely leave? I venture to be- 
lieve that for the expenditure of a very moderate sum of 
money, an appetite for a liberal business education would 
automatically assert itself among a sales staff, much to the 
improvement of its organized effectiveness. 

This suggestion is not visionary, and I present it for 
practical consideration. All salesmen are constrained to oc- 
cupy themselves on trains by reading. Why is it not ex- 
tremely important that a house should lend earnestness to 
thought and purpose, by putting the proper reading matter 
into the salesman’s hands? Picture to yourself how many 
of your own men would gladly investigate the catalog of a 
house library, and then calculate the unquestionable influ- 
ence it would exert on a salesman’s progressive value. 

Most salesmen like to talk soberly and earnestly among 
themselves and with their customers, but no matter how 
fluent a man may be, there is always a longing in his soul 
for full and complete self-expression. Most men have an 
upward trend in their thinking, and this is the only instinct 
which will ever lift a man’s whole life to higher levels. 

Stimulating Desire for Self-Improvement. 

Just think for a moment how many men on the road 
have a desire for self-improvement which is subconscious 
and only lacks, form and direction. These men live in a 
mental prison, and their increase of intelligence depends 
upon the gymnastics of twisting and turning their own busi- 
ness problem in the hearing of their customers, until they 
have worn it threadbare of every rational thought. If you 
talk with some men on the road you will find their mind is 
a perfect blank on all subjects except their own particular 
task and product, and while such men are usually the best 
detail men, and plod along always at the same even gait, it 
is also true that men who are stunted in their ideas seldom 
rise above mediocre success. 

Given something else to feed upon besides his own 
paunch, a man may become an epicure, and a salesman who 
is mentally starving himself may be doing so only because 
his ambition is a latent quality and requires awakening. 
Many a salesman who is by nature capable of becoming an 
officer remains a private in the ranks because his mind is 
totally untrained. 

This is my argument that a business library should be 
available to every sales staff, and can be made practical and 
swiftly possible at a very small expenditure. 

Where Salesmanager’s Efficiency Is Shown. 

Emerson has said in effect—“What every man most needs 
is somebody to make him do what he can.” Surely the high- 
est capability of an executive is to make every salesman do 
what he can, not what he is told or what it is pointed out for 
him to do, but what he is capable of doing. The supervision 
which: depends principally on the giving of orders, or exactly 
outlines and projects a definite plan, is the daily task of 
every salesmanager, and he manifestly performs it from the 
very fact of his position and office. Merchandising prob- 
lems belong to the salesmanager personally, and their merit 
depends upon his efficiency and foresight, but there is a 
higher supervision which has additional and unlimited possi- 
bilities, namely, the directing and development of each man’s 
personal individuality on the road, and from the same argu- 
ment that. this characteristic may slumber in the salesman 
because of the lack of suggestion, so also may the manager's 
field and opportunity to prompt this development be over- 
looked very easily. 

The Profit and Loss Account is the clearing house of all 
business organizations and carries the story of business suc- 
cess or failure. But there is another account which is not 
always on paper, but is far more vital to the firm’s success 
than the dead items which are put into the Profit and Loss 
Account. This record belongs to the sales department— 
more particularly to the salesmanager. The entries are made 
up of items of opportunity, and no other element is re- 
corded in this account. It is the Salesmanager’s Private 
Ledger, the key of which is often proudly offered to his own 
executive board and also to the salesmen who are assisting 
him to conduct a profitable business, but sometimes this pri- 
vate ledger is sacredly hidden by the salesmanager because 
it records the intimate history of his qualified ability, and 
the key is rarely used because he is afraid to look at his own 
balance. 
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EXTENSION OF OUR FOREIGN TRADE IS UP 
TO OUR BUSINESS MEN. 


In the following very pointed and timely article, 
Edward N. Hurley, Chairman of the Federal Trade 
Commission, and until his appointment as a member 
of the Commission a prominent manufacturer of hard- 
ware specialties, calls upon the business men of the 
United States to do their part in building up our 
facilities for extending and maintaining our foreign 
trade, as well as for improving our domestic business: 

The changes brought about by war in Europe are of 
great concern to the United States. We may not realize this 
today, because things are coming our way now, but we must 
look to the future conditions we must prepare to meet. 


Almost before we know it we will find a new Europe 
competing against us with war-sharpened brains and war- 
hardened muscles not only in our foreign markets but also 
right at home. If our industries are not to be caught slow 
of mind and flabby of muscle, we must improve our business 
organization, must increase our manufacturing and merchan- 





Edward N. Hurley, 
Chairman Federal Trade Commission. 


dising efficiency and must keep pace with every step in Eu- 
rope’s industrial progress. 

In considering our position after the war I wish to call 
attention to what we must do here at home, but I cannot 
do this without first referring briefly to what we must do in 
our foreign business. Next to England we have the greatest 
foreign trade of any nation in the world. Our exports and 
imports reach billions of dollars in value. We must keep 
and expand that great trade. It means the best comforts 
and conveniences of modern civilization for the families and 
homes of this country. 

Cooperative Export Agencies Legalized. 


sut if we are to keep that trade and make it grow as a 
healthy business should grow, we must have the organization 
and facilities needed. The government is alive to this fact. 
Through the shipping bill it is striving to improve our mer- 
chant marine. The Webb bill, which has passed the House 
and which I hope will pass the Senate in December, will leg- 
alize cooperative joint exporting agencies by American manu- 
facturers and producers, even among competitors, and will 
enable Americans to compete on more equal terms with the 
powerful combinations of foreign manufacturers that play so 
large a part in international commerce. 

Through the Federal Reserve Act and the amendment 
thereto that has just been made law American banks can now 
deal in foreign drafts and acceptances and can cooperate with 
one another to engage in foreign trade banking. Thus the 
government aims to do its part; the business men of this 
country must do theirs. 


Business Men Must Do Their Part. 

In, this connection, and at the outset of any study of im- 
proved business facilities, there is needed a clearing house 
of industrial information—a reservoir on which business men 
can draw for the larger facts of business. Our manufac- 
turers and merchants should cooperate in gathering such data. 
these facts relate not only to business in general but also 
to particular industries, and include such vital items as the 
number of concerns in each industry, the size and annua! 
sales of each, whether or not they are on a profit-making 
basis, the degree to which their products and processes are 
standardized, their methods of distribution. 

This information is lacking at present. Facts are not 
at hand to show the volume of sales, profits or the relation 
of supply and demand. In many industries the market is 
oversupplied, but outside capital does not know this, and in 
the absence of knowledge insists on going into fields where 
overproduction already exists, with consequent loss to many 
small investors. Such loss and waste can be prevented only 
by accurate and comprehensive information, supplied by some 
such body as the Federal Trade Commission, which should 
be a clearing house between government and business. 

Federal Trade Commission as a Friend to Business. 

Such a body of facts will have another value. Every 
firm in every industry should have its balance sheets and de- 
tailed information regarding its affairs in the hands of a 
friendly cooperator, the Federal Trade Commission. Then 
when a firm in a given industry complains about a com- 
petitor’s demoralizing the industry by unfair methods of 
competition, the Commission will have immediately available 
sufficient detailed information to give a decision promptly, a 
decision based on the business questions involved, without 
being obliged to devote so much time to the legal phases and 
technical violations of the law. 

How can any commission be a judge of violations of the 
law when most of the questions are economic, unless all the 
facts are before it in a comprehensive manner? This can be 
brought about by a gradual improvement in our report on 
industries. Business must be convinced that a governmental 
body that obtains detailed information from each firm is 
friendly, and that it is acting only from the standpoint of 
fairness in its dealing with firms, corporations and industries. 

Intelligent Report, Not Meaningless Statistics. 

The facts collected should cover the vital features of 
each business and be more than a mere compilation of un- 
meaning statistics. This work has already been begun by 
the Federal Trade Commission and will in time constitute a 
most important aid to industry. 

Such a complete report of the industries of the country 
in the hands of the Federal Trade Commission will undoubt- 
edly be of great benefit to every business man engaged in 
the different industries. Manufacturers who are now in trade 
associations endeavoring to get information regarding their 
business and only partially succeeding can obtain promptly 
weekly or monthly statistics regarding the raw materials on 
hand, shipments made and prices received. 

They will also be familiar with the questions of supply 
and demand, which information will enable them to determine 
whether or not they should increase their capacity or take 
other steps appertaining to their future success. 

cE IAT 


LOYALTY BASIS FOR REAL SERVICE. 


Loyalty is that quality which prompts a person to 
be true to the thing he undertakes. It means definite 
direction, fixity of purpose, steadfastness. Loyalty 
supplies power, poise, purpose, ballast, and works for 
health and success. Nature helps the loyal men. If 
you are careless, slipshod, indifferent, Nature assumes 
that you wish to be a nobody and grants your desire. 
Success hinges on loyalty. Be true to your art, your 
business, your employer, your “house.” Loyalty is 
for the one who is loyal. It is a quality woven 
through the very fabric of one’s being, and never a 
thing apart. Loyalty makes the thing to which you 
are loyal yours. Disloyalty removes it from you. 
Whether any one knows of our disloyalty is really of 
little moment, either one way or the other. The real 
point is, how does it affect ourselves? Work is for 
the worker. Love is for the lover. Art is for the 
artist. The menial is a man who is disloyal to his 


work. All useful service is raised to the plane of art 
when love for the task—loyalty—is fused with the 
effort. 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 











“Pop” Bennett was “among his friends” on Elec- 
tion Night, for he was the center of a large circle of 
his old-time cronies while enjoying the Election 
Party at the Hardware Club of Chicago on Tuesday 
evening, November seventh, and many an old remi- 
niscence was dug up from the cim past and talked 
over. “Pop” looks not a day older than when he left 
Chicago for Long Beach, California, and he is just as 
big a story teller and jokester as he was when he 
held forth as Manager of the Chicago Branch of the 
Reading Hardware Company. 

The Election Party was a great success and Harry 
Macrae, Chairman of the Entertainment Committee, 
and his associates on the Committee, received many 
compliments upon the manner in which all the ar- 
rangements were carried out. Everybody had a good 
time—more or less (for particulars ask “Bill” Gorm- 
ley and Henry Stuckart, the “Wilson Twins”). 

Although originally it was intended to provide for 
125 at the dinner, there were so many requests for 
seats that finally the limit was set at 150, and almost 
forty additional tickets would have been sold if places 
could have been found for them. As it was, there 
was just room enough for those present to be com- 
fortable. 

A little after seven o’clock dinner was served, and 
the orchestra struck up a lively tune, so that the 
festivities started off in good shape. Every little while 
Harry Macrae appeared from the telegraph room and 
announced the returns, receiving applause no matter 
whom the vote seemed to favor, the audience being 
fairly well divided between the two leading parties. 

About eight o’clock a young lady came upon the 
scene singing a verse or two of a popular song, and 
when she and the other two “birds of song’ journeyed 
out among the diners many a staid married man had 
the blush mount to his cheeks because of the pretty 
nothings that came from the lips of the young ladies. 
For some reason, “Si” Koehler, “Charles” Bullard, 
“Pop” Bennett, Martin Engelhardt, and others of ma- 
ture years and more or less “embonpoint” seemed to 
be especially favored with their attention. 

After the coffee, most of the tables were cleared 
away and the lovers of the “light fantastic” had their 
sway for a couple of hours, the party winding up 
about twelve o’clock, and all voting it a splendid suc- 
cess, 

Short talks were made by President A. Vere Martin 
and “Pop” Bennett, the latter calling to mind the 
many pleasant years he had spent in Chicago. 

Consul-General Winslow Speaks at Tuesday Luncheon. 

At the Tuesday Luncheon, November seventh, the 
dining-room was well filled with members and their 
friends who came to hear the Honorable Edward D. 
Winslow, United States Consul-General to Copen- 
hagen, Denmark, speak on conditions in the Scandi- 


navian countries, as they are affected by the great 
war, and tell of the opportunities for business in that 
section of Europe. 

Mr. Winslow, who left Copenhagen only six weeks 
ago, painted a very interesting picture of the Danish 
people and their activities and gave his hearers a 
clear impression of the splendid openings for trade 
with the Scandinavian kingdoms, calling particular 
attention to the great Free Harbor of Copenhagen, 
the only one open to traffic in the northern portion 
of Europe. 

“Here,” said the speaker, “many millions of dol- 
Jars’ worth of merchandise is landed and stored with- 
out import duty until actually sold and delivered to 
the buyer, and it may be loaded on other boats and re- 
shipped to any other country, without paying any- 
thing except the ordinary docking charge. 

“Another important point is that the National City 
Bank of New York has recently established a Branch 
in Copenhagen and thereby has made it possible to sell 
American merchandise in Denmark, Norway and 
Sweden without having to take the risks that formerly 
were necessary. Now an American manufacturer can 
secure reliable credit information. He can make use 
of the “Trade Acceptance’ which is a common, 
financial paper in Europe and therefore is not re- 
garded as an extraordinary proposition, and can thus 
obtain the money represented by the merchandise sold 
within a short time after the shipment has been made. 

“A peculiar condition obtains now in the Scandi- 
navian countries, for practically all their trade with 
other European nations is on the ‘barter and trade’ 
basis. For example, a firm in Copenhagen or Aarhus 
may receive an order from Germany for 1,000 firkins 
of butter. In the first place, the firm must first ob- 
tain permission to export the butter. Secondly, the 
purchaser must furnish a guarantee that the amount 
involved will be made up—not in money but in such 
articles for which there is much need in Denmark, 
such as dyes, coke, iron and steel, hardware, and that 
these articles will be shipped to the seller or some one 
designated by him. 

“Talking about hardware, you will be interested in 
knowing that American tools are regarded as the best 
and you will find them on display in any well con- 
ducted ‘Isenkramforretning,’ although of course Ger- 
man tools are ahead in volume of import.”’ 

Mr. Winslow concluded by urging that American 
manufacturers take advantage of the present “inter- 
regnum” in competition by other nations to establish 
themselves on a firm basis in foreign countries and 
suggested that the best way would be to arrange with 
some established import agency to handle their wares, 
possibly combining for that purpose, as this is now 
regarded as legal by the Federal Trade Commission. 
He stated that during his sojotrn in Chicago and 
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after his return to Copenhagen, in about five weeks, 
he would be pleased to give such specific information 
as he might be in position to furnish, to any one who 
might desire it. 

The Consul-General was introduced in highly com- 
plimentary terms by A. George Pedersen, editor of 
AMERICAN ARTISAN AND HARDWARE REcorpD, who is 
a native of the land of the Danes. 

BOYS’ RECLAMATION CONTEST HELPS TO 
TURN WASTE LAND INTO FERTILE 
FIELDS. 








In an address before the Chamber of Commerce 
of the United States, President Wilson urged that 
farmers should increase their crop production to the 
maximum in view of the shortage of food that was 
becoming more acute as the months passed by. Many 
farmers heeded the President’s advice and today they 
are said to be in a more prosperous condition than 
ever before. More prosperity would, however, be 
in store for the nation if the millions of acres of 
swamp and stump land could be reclaimed, and this, 
it is said, can be effectively done by using dynamite. 
An instance of what is being done to reclaim land in 
this respect is noted in the Boys’ Land Reclamation 
Contest recently announced by E. I. du Pont de Ne- 
mours and Company, Wilmington, Delaware. This 
contest is intended to give the boy of the farm a 
chance to show what he can do with the waste land 
in the vicinity. It provides that the farmer turn one 
acre of his untilled land to the boy and let him im- 
prove it. Any method of reclamation is allowed, and 
the main points are to clear the land, improve the soil 
and raise a crop. The country has been divided into 
five sections and prizes amounting to $600.00 will be 
awarded for the best pieces of work. .An incentive 
such as this signifies that a good portion of land will 
be reclaimed. Full particulars can be obtained by 
addressing E. I. du Pont de Nemours and Company, 
Department 12, Wilmington, Delaware. 

BEING GOOD NEIGHBOR’ IS HIGH 
ATTAINMENT. 








Be a good neighbor: It is worth while for a man 
to be a good farmer, a good carpenter, a good mer- 
chant, and better than these to be a good man, but 
from all my observations and experience I think there 
is one step even beyond any of these and that is to be 
a good neighbor. It is about the highest tribute we 
can pay to one who has lived his life in one com- 
munity, that he has always been a good neighbor. 


an 
OBITUARY. 





Newton P. McKean. 

Newton P. McKean, President of the Cleveland 
Cooperative Stove Company, Cleveland, Ohio, died 
recently at home. He was well known and influential 
in stove manufacturing circles, where he had a large 
number of friends. 

eT 


COMING RETAIL HARDWARE CONVENTIONS. 


In the following is given a list of the coming An- 
nual Conventions of Retail Hardware Associations 
which have been announced, their dates, and places 
of meeting, and the names and addresses of the re- 


spective Secretaries: 


Oklahoma Hardware and Implement Association, Okla- 
homa City, December 5, 6, 7, 1916. W. B. Porch, Secretary, 
Oklahoma City, Oklahoma. 

The Western Retail Implement, Vehicle and Hardware 
Association, Kansas City, Missouri, January 16, 17, 18, 1917. 
Headquarters, Coates House. H. J. Hodge, Secretary, Abi- 
lene, Kansas. 

Missouri Retail Hardware Association and Mississippi 
Valley Implement Dealers’ Association, St. Louis Coliseum, 
St. Louis, January 23, 24, 25, 26, 1917. F. X. Becherer, 
Secretary, 5136 North Broadway, St. Louis, Missouri. 

Indiana Retail Hardware Association, Indianapolis, Jan- 
uary 30, 31, February 1, 1917. M. L. Corey, Secretary, Argos 


Indiana. 

Nebraska Retail Hardware Association, Omaha, Feb- 
ruary 6, 7, &, 9, 1917. Nathan Roberts, Secretary, Lincoln, 
Nebraska. 


Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, New York City, February 6, 7, 8, 9, 1917. Headquarters, 
Hotel Astor. W. P. Lewis, Secretary-treasurer, Huntingdon, 
Pennsylvania. 

New York State Retail Hardware Association, New York 
City, February 6, 7, 8, 9, 1917. Headquarters, Hotel Astor. 
John B. Foley, Secretary, Syracuse, New York. 

Wisconsin Retail Hardware Association, Milwaukee, Feb- 
ruary 7, 8, 9, 1917. P. J. Jacobs, Secretary, Stevens Point, 
Wisconsin. 

Iowa Retail Hardware Association, DesMoines, February 
13, 14, 15, 16, 1917. A. R. Sale, Secretary, Mason City, Iowa. 

Michigan Retail Hardware Association Convention, De- 
troit, February 13, 14, 15, 16, 1917. Arthur J. Scott, Secre- 
tary, Marine City, Michigan. 

North Dakota Retail Hardware Association, Fargo, Feb- 
ruary 14, 15, 16, 1917. C. N. Barnes, Secretary, Grand Forks. 
North Dakota. 

Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 20, 21, 22, 23, 1917. H. O. Roberts, Secretary, 1032 
Metropolitan Life Building, Minneapolis, Minnesota. 

The Ohio Hardware Association, Dayton, February 20, 
21, 22, 23, 1917. James B. Carson, Secretary, Dayton, Ohio. 

South Dakota Retail Hardware Association, Sioux Falls, 
February 27, 28, March 1, 2, 1917. H.C. Parker, Secretary, 
Murdo, South Dakota. 
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RETAIL HARDWARE DOINGS. 





Indiana. 

The Letts Hardware Company, Letts, has been incor- 
porated with a capital of $15,000 by John A. Welch, J. B. 
Fugit and K. Adams. 

Michigan. 

The Cookson-LeRoy Hardware Company, Manistique, 
has purchased the three-story block it occupies as well as 
additional adjoining land and will remodel and enlarge the 
building early in the spring. 

William Gildie, Kalamazoo, has purchased the C. A. 
Rifenburg and Sons stock of hardware at Marcellus and will 
continue the business at the same location. 

Minnesota. * 

The hardware store of J. E. Peterson, Donnelly, has sut- 
fered a $40,000 fire loss. 

N. O. Bilstad, New York Mills, has purchased the John 
H. Mursu hardware business. 

Robert G. James, Lake Crystal, has bought a third inter- 
est in the James Brothers’ hardware and implement business. 

The M. J. Bekke hardware store at Mankato has been 
sold to John C. Hagen and J. W. Kollman. 

North Dakota. 

The Louis Larson Company, Kathryn, dealers in hard- 

ware, furniture and lumber, have suffered a severe fire loss. 
South Dakota. 

The Normensen and Hurlbut hardware store at Florence 

has been sold to William Jostad. 
Wisconsin. 

J. L. Putnam has bought an interest in the G. T. Mueller 
and Son Hardware Company at Columbus. The name will 
now be The Putnam-Mueller Hardware Company. 


The firm name of Ott and Boden, West Bend, has been 
changed to The Ott Hardware Company, Joseph Ott and his 
son having purchased the interest of the late George 
Boden. The company handles hardware, farm macliinery, 


gasolene engines and automobiles, 


Andersen and Yost, Racine, retail hardware dealer=, have 
dissolved partnership, S. E. Andersen purchasing the inter- 
into 


est of Mr, Yost and taking his son, Carl E. Andersen, 
the business. The firm name will be Andersen and Son 
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Popular Automobile Accessories Offer 
Great Opportunity to Hardware Dealers 











The Detroit Motor Lock Company, Detroit, Mich- 
igan, has been incorporated with a capital of $30,000 
to manufacture automobile parts. C. R. Kerns, 
George M. Conner and R. M. Muir are the incorpora- 
tors. 

The Metal Specialties Manufacturing Company, 730 
West Monroe Street, Chicago, Illinois, manufacturers 
of automobile accessories, will build a four-story fac- 
tory building at Kedzie and Carroll Avenues at a cost 
of $100,000. 
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SPEEDOMETER MECHANISM UNAFFECTED 
BY CHANGES IN TEMPERATURE OR 
BY ELECTRICAL INFLUENCE. 





Being built on the centrifugal principle of physics, 
the Corbin-Brown Speedometer for automobiles and 





Corbin Brown Speedometer. 


motorcycles is claimed to be absolutely accurate at 
all times, because science has proven that a mechanism 
constructed on this principle is not affected by 
changes in temperature or by electrical influence. 
This speedometer is described as simple in construc- 
tion, with compound governors that make it particu- 
larly sensitive, so that it records accurately as low as 
two miles per hour. The compound governors, de- 
clare the manufacturers, absorb all the shocks to 
which a car is subjected and should it be driven over 
ruts or railroad ties, the indicating hand remains 
absolutely steady and does not wabble even though 
the jolt is very severe. The indicating hand of the 
speedometer is pivoted in the center and is said to 
allow practically three-fourths of circumference for 
calibration, thereby permitting easy reading. Corbin- 
Brown Speedometers have the trip-odometer set be- 
low the indicating hand so that its reading is at no 
time interfered with while the car is in motion. Fur- 
ther particulars regarding construction and operation, 
together with details of the various types, can be se- 
cured from the Corbin Screw Corporation, New 
Britain, Connecticut. 


PNEUMATIC TIRE PATENTED. 


James D. Tew, Akron, Ohio, assignor to The B. F. 
Goodrich Company, New York City, has obtained 
United States patent rights, under number 1,202,919, 
for a pneumatic tire described in the following: 


A rubber tire casing 
comprising a carcass in 
which the primary 
strain-resisting structure 
consists of transverse 
cords having a limited 
pivotal movement cir- 
cumferentially of the 
tire, caused by the de- 
formation to which the 
latter is subjected in 
running, and bead-cores 
secured to the ends of 
the cords and formed 
with flanges of a sub- 
stantial! thickness  ex- 
tending radially outward 
on the outer sides of the outermost layer of cords to a line 
beyond the line of contact with the flange of the wheel rim, 
and united to the cords by rubber, whereby a shield is inter- 
posed between the rim flange and said layer of cords and the 
working of the innermost portions of the cords is reduced. 


LOCK FOR FORD CARS FITS ON SWITCH OF 
METAL COIL BOX. 








To guard against having his automobile stolen, the 
owner must see that it is equipped with some means 
that will give positive pro- 
tection against thieves and 
joy-riders. A device that it 
is said will serve this pur- 






NEAL AUTO L 
FOR FORD 
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pose for Ford Cars is shown 
in the accompanying illus- 





PAY APLO FOR 
WALL HOW CO 


ee 
Neal ata for Ford high-grade 
with two keys. It fits in the switch of the metal coil 
box as’ illustrated and according to the manufactur- 
ers, can be installed in a few minutes’ time by simply 
removing the three screws on the face of the switch, 
placing the lock in position, inserting the screws and 
Two keys are furnished 


tration and is known as the 
Neal Auto Lock., This is a 
cylinder lock 





filing the heads smooth. 
with each lock and the designs are declared to be so 
varied that no two sets of keys are identical. The 
lock is furthermore said to be so attached to the switch 
that it cannot be removed nor the car operated unless 
the right key is used. It sells for $3.00 and hence is 
said to provide an effective safeguard at a reasonable 
price. Agents are desired for this accessory, and re- 
tail hardware dealers desiring full particulars should 
write to the Hall Hardware Company, 137-139 West 
Washington Street, Indianapolis, Indiana. 
a 

3urning up mail order catalogs or selling them for 
old paper will no more destroy the mail order business 
than shooting down a flag will destroy a nation. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








How an up-to-date retail hardware store announces 
the values offered on its weekly sales day is typified 
in the four column advertisement, twelve inches deep, 
shown herewith, which was run in the newspapers of 
Erie, Pennsylvania, by the Palace Hardware House, 
913-915 State Street in that city. The advertisements 
of this firm are prepared by H. W. Goeller, who won 
first prize in the last AMERICAN ARTISAN AND 
HarpwareE Recorp Window Display Competition, 
and who writes, in submitting his effort for comment, 
that he will again endeavor to capture the honors in 
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the present Competition which closes on December 
15, 1916. 

Like the other advertisements of the Palace Hard- 
ware House, this specimen merits praise because of 
its simple, convenient arrangement, a sufficiency of 
relevant illustrations, its comprehensive descriptions 
and the quotation of specific prices. Time was when 
the advertising writer, in his aim to feature a group 
of different items, arranged them in the fashion of a 
Chinese puzzle with absolutely no regard as to sym- 
metry, balance and proportion. Happily, that day is 
past, and the trend of the modern ideas in layout and 
arrangement is concretely illustrated in the sensible 
appearance of the advertisement at hand. The pre- 
cepts as to the use of cuts and the specific quotation 
of prices, as well as that of the simple arrangement, 
have been so inculcated into the mind of the modern 
advertiser that he follows them instinctively, with the 
natural result that his returns are material rather 





than spiritual, as the Palace Hardware House will 
readily testify. The advertisement also shows that 
the scheme of layout, character of illustrations, and 
style of copy give each advertiser plenty of oppor- 
tunity to display his originality and individuality. 

x * * 

When the cold North winds begin to blow and 
winter commences to grasp us in its chilly embrace, 
the problem of adequately and comfortably heating 
the home warns us to prepare to repel the onslaughts 
of winter weather. Each of us kas his own cares in 
this respect, whether it be the question of purchasing 
a new heating system or repairing the old one, and 
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You'll need all kinds of Stove Supplies’ 
from now on. , We carry a complete 
stock of Stove Pipe, all sizes, Stove 
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If you want your old stove blackened 
and set up in good shape, our man can 
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the farsighted householder generally resolves to out- 
wit Mr. Winter and give him a warm reception when 
he makes his debut. The readers of the Daily Leader 
in Springfield, Missouri, no doubt did not judge the 
of the advertisement herewith to be an 
for 


insertion 
epochal event—yet the preparedness advocates 
home comfort among them were gently reminded and 
no doubt quickly responded to the fact that in consid- 
eration of the date of issue, October 22nd, stoves and 
all kinds of stove supplies would soon be needed. The 
assurance given by the Reed Hardware Company, that 
they carry stoves and a complete line of stove sup- 
plies, further tended to make a favorable impression 
upon the reader and their five inch, double column 
advertisement no doubt brought appreciable returns. 
* * * 

The great men of the world don’t talk about the im- 
portance of their work ; they just do whatever comes to 
hand—it’s only second-rate men who say that their 
talents haven’t full scope—From A. C. Benson's 
“Watersprings.” 
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HEATING AND VENTILATING 











ILLINOIS HEATING AND VENTILATING 
ENGINEERS WILL MEET NOVEMBER 13. 





The Illinois Chapter of the American Society of 
Heating and Ventilating Engineers will hold its regu- 
lar monthly meeting on Monday evening, November 
13th, at the Engineers’ Club, 314 South Federal Street, 
Chicago. Dinner will be served at 6:30 P. M. sharp. 

The subject for discussion is “Vapor Heating.” 


o> 
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THE AMERICAN SOCIETY OF HEATING AND 
VENTILATING ENGINEERS WILL HOLD 
ANNUAL MEETING JANUARY 
16 TO 18, 1917, 








Arrangements have been completed for holding the 
twenty-third annual meeting of the American Society 
of Heating and Ventilating Engineers in the Engi- 
neering Societies Building, 29 West Thirty-ninth 
Street, New York City. Tuesday, Wednesday and 
Thursday, January 16, 17 and 18, 1917. 

Already the following three papers have been pre- 
sented for discussion: ‘Remodeling the Ventilation 
of a Theater,” by Samuel R. Lewis, Chicago; “Win- 
dows,” by Dr. E. V. Hill, and “Railway Passenger 
Car Heating,” by E. W. Reitz, Chicago. 

It is announced the volume of the proceedings of 
the society for 1916 will soon go to press so that they 
may be distributed before the annual meeting. The 
officers have sixteen applications for membership that 


' will be acted upon within the next month. 





MASSACHUSETTS HEATING ENGINEERS 
WILL MEET NOVEMBER 14. 


The regular monthly meeting of the Massachusetts 
Chapter of the American Society of Heating and Ven- 
tilating Engineers will be held Tuesday evening, No- 
vember 14th, at the Boston City Club. William C. 
McTarnahan, Vice-president and Manager of the 
Fess Rotary Oil Burner and Liquid Fuel Company, 
Providence, Rhode Island, will be the guest of honor 
and will speak on “Oil as a Fuel, Its Uses and Various 
Methods of Application.” 


eae 


PROMPT SHIPMENT ON ORDERS FOR 
REGULAR AND ODD SIZES OF 
WOODEN COLD AIR FACES. 





‘Besides giving immediate service on orders for 
regular styles and sizes of the Dover Wooden Cold 
Air Faces, the manufacturers emphasize the fact that 
they are in a position to ship over ninety percent of 
all the orders received for special and odd sizes within 
twenty-four hours after the order has arrived. Such 
prompt shipment on these handsome and durably con- 
structed cold air faces will no doubt prove a great 
convenience to installers who are in immediate need 


of these items. The Dover Wooden Air Faces, the 
manufacturers state, are made in a variety of tasteful 
designs and are rapidly becoming the standard in their 
line for neatness of construction and quality of mate- 
rial. Full particulars regarding their entire line will 
be sent upon request, by the Dover Wood Face Com- 
pany, Dover, Ohio. 
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WARM AIR HEATER INSTALLERS USE NEWS- 
PAPER ADVERTISING TO GET 
BUSINESS. 








Emery & Lawton, Plymouth, Illinois, realize that 
to secure more business on warm air heaters, it is nec- 
essary to go after it, and so they use newspaper ad- 
vertisements to push their line of Weir Warm Air 
Heaters, such as the one reproduced herewith which 
occupied a double column, five inch space in the Au- 
gusta, Illinois, Hagle of October 2oth. 

This shows considerably more enterprise than the 
majority of installers give evidence of, and for this 
the concern is to be commended. Not as a criticism, 
but as a bit of assistance to make their advertising 





‘¢ Let Us Give You An Estimate on a 


[WEIR FURNACE 


For Your Home 





EMERY & LAWTON 


? PLYMOUTH, ILLINOIS 











Two Column Newspaper Advertisement of Warm Air Heater 
Installers. 


more likely to bring definite results, it is suggested 
that instead of merely offering to make an estimate 
for a Weir Warm Air Heater, it might be well to say 
something specific about its efficiency and to state that 
plans will be furnished. A prospect is likely to be 
more interested if you can show him just how you 
are going to make the installation and how much heat 
you will be able to produce, than if you simply tell 
him that you will do the job for a certain amount. 

Incidentally, that is the proper basis to secure profit- 
able business. 
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HEAT LOSS THROUGH BUILDING 
MATERIALS. 


At the Semi-annual meeting of the American So- 
ciety of Heating and Ventilating Engineers, held at 
Detroit, Michigan, Professor John R. Allen, of the 
University of Michigan, President of the Michigan 
Chapter, read the following instructive paper on 


“Heat Loss Through Building Materials”: 


The rate of heat transmission through building materials 
is a subject of fundamental importance to heating and ventil- 
Recording Thermometer 
loutside Temperature} 

Kecording Thermometer 
(Inside Temperature} 
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Figure 1.—Details of Construction of Wooden Test Box. 


ating engineers. There is much conflicting data having very 
little experimental foundation to establish its accuracy. About 
sir years ago the writer constructed apparatus to determine 
experimentally the heat loss through building material. 


This apparatus consists of a wooden box six feet long, 
four feet wide and four feet high on the inside. The walls 
are 11 inches thick and are heavily insulated with wood, air 
space and cork. The cross section of the insulation is shown 
in Figure 1. One side of the box may be removed and in this 
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Figure 2.—Arrangement of Electric Heaters and Thermometers 
in Test Box. 


open side the different building materials may be constructed 
for test purposes. The box itself is on trunnions so that it 
may be turned in any position, enabling the material to be 
tested as a floor, as a wall or as a ceiling; it is also possible, 
as in case of roofing material, to place the box at any angle. 
The box was originally placed in a room having a constant 
temperature so the room could be maintained at 70 degrees 
Fahrenheit. A brine coil was placed in the box, through 
which cold brine could be circulated, so that the inside of the 
box could be maintained at a low temperature. The difficulty, 
however, of weighing the brine and measuring the difference 
of temperature where it entered and where it left the box 
involved so many errors that this method was abandoned. 


The box has since been placed in a shed out of doors 
where it is free from currents of air and the box was heated. 
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The outside of the box was subject to ordinary atmospheric 
conditions while the inside of the box was maintained at 
uniform temperature by electric heaters. These heaters con- 
sisted of ordinary carbon filament Jamps, supported from a 
central shaft. As the box.was rotated these lamps main- 
tained the same relative positions. The electric lamps were 
screened by double shields of brown paper in order to reduce 
the radiation of heat and protect the electrical thermometer 
from radiant heat. By turning the lights on and off a uni- 
form temperature 


could be maintained 1. Test No, 17. From 9 am. 
4 . / * Feb. 27, to 6 a. m., Feb. 
n the box. A record 29; duration 45 hours. 
ing wattmeter was 2. Average of 7 slectrtcal ier. . 

” P > mometers inside box, deg. 94.01 
used to eneere _ the 3. Average of 6 mercury ther- 
electrical energy giver monmeters outside, deg... 17.91 


to the box. This elec- 4. Temp 
trical energy can be % pets 
readily reduced to the 
heat equivalent. 

The temperature in- 


Temperature difference, deg. 76.10 
Ser ee ree ee ee 185. 
. B.t.u. per watt per hour: 


134 x 33000 x 60 } 





778x100 = J 
4 7. B.t.u. input (3.411 x 185)... . 630. 
side of the box was ¥' Btu. loss per degree differ- 
determined by eight ence in temperature eee ,-8:2516 
i 9. Outside surtace of box...... 250. 
electrical thermometers ,}° “#" tor outside surface... 0.03302 


placed in different 11. Outside surface exposed with , 


< giagss set in 10 in........ 241 
parts of the box. P A 12. Heat loss through outside 
multiple point switch surface exposed (241.8 x 
2 . 2 a eee 7.984 
enabled the observer 13. Outside surface exposed with 
to read all these ther- - RES WN oS sd cess os 226.8 

14. Heat loss through outside 
eeneeers a - fase surface (226.8 x 0.03302 


Wheatstone bridge. 
Before being placed 


Li.t.u.) 


in the box these With Insuiating Wall. 
thermometers were all Table 1.—Calibration Test on Box 
carefully compared. 


also used to 
The outside 


A continuous recording thermometer was 
determine the inside temperature of the box. 
temperature of the box was determined by six mercury 
thermometers, each on a different side of the box. A con- 
tinuous record of the outside temperaure was also flept by a 
recording thermometer. 

of one side of the sur- 


face of the material I. Glass subject to ordinary atmospheric 
to be tested. conditions and set in 10 in. from the face 


of the box. € 
Method of Testing. — 
Each test was con- Limits of “K" 
ducted with all condi- Glass vertical... ... .0.577-0.660 0.630 
i “qn. Glass horizontal on 
tions as nearly con = igpaetecaete 2 Phe: 0.525-0.628 0.610 
stant as possible. Par- Glass inclined at 45 


was °C ey ae 9.557-0.575 0.575 
a Glass horizontal < 
bottom 0.47 


ticularly, care 
given to maintaining a 
uniform difference in 
‘temperature between 


II. Glass flush with the part of the box 
and subject to wind and rain. 


the inside and the out- Peas 
side air, and the heat Limits of “"K” 
input was left con- guyiet conditions ....0.601-0.693 0.641 
stant during any test Rain. no wind.......  .......- 1.248 
or series of tests. The Wind blowing, no 1.05 
length of these tests Rain and wind.../2)..22225522 1.485 


was largely determined 
by the outside tem- 
perature, it being de- 
sirable to have a : 
period of at least four hours of constant temperature previous 
to the beginning and ending of each test. Most of the tests 
covered a period of about 12 hours of almost constant tem- 
perature. 

Other tests were made covering long periods of fluctuat- 
ing outside temperature. In such cases the tests were started 
and finished after at least four hours of constant outside 
temperature, and the temperature at the beginning and the 
temperature at the end were the same. This avoids the 
necessity of correcting for the amount of heat contained in 
the material of which the box is constructed. 

Before commencing an experiment with any given mate- 
rial it is necessary to determine the radiation loss from the 
box itself. For this test a side constructed in the same man- 
ner as the rest of the box was placed in the open side of the 
box. A coefficient was determined for the outside surface of 


Table 4.—Upper and Lower Limits 
and Value of “K” for All Tests. 








MUA acs Soapsoacesbinseskic as 19 23 23 23 15 21 21 21 14 20 5 1} 

‘ : Glass as 45° 
Ch ae SAS ee eee > slass in vertical position Glass as a ceiling skylight Glass as a floor” 
NM Se yr - 3/27 3/29 5/3 5/3 5/3 2/18 4/9 4/9 4/11 2/12 4/1 1/28 2/2 
NIRS coc Ci eesscawaneae 26 . 48 166 1114 52 9 06 
Instantaneous Read. ........... :) 8A.M. 8 P.M. 6A.M. 10 A.M. 1% 2% 
Avg. Temp. inside ............ - B22 22.2 139.3 128.2 131.2 rH | 85.7 80.2 Si2 60” «(968 91.6 76.2 (8.7 
Avg. Temp. outside ....... iecve Te 44.6 56.7 45.2 50.2 14.5 40.7 33.2 41.2 13.1 42.6 20:7 18.7 
a tivkhemens . 488 47.6 82.6 83.0 81.0 57.6 45.0 47.0 46.0 62.0 49.0 46.5 0.0 
WEE | igoseneses bosWicasaepe deat 34 328 566 566 566 382 310 310 310 388 313 263 386 
eT NE AS wGassdsoncscsneer 1207 1119 1930 1930 1930 1305 1058 1058 1058 1323 1067 895 1313 
B.t.u loss thru wooden sides... 390 380 660 : 662 646 460 369 375 367 495 391 371 479 
B.t.u. loss thru glass........... 817 739 1270 1268 1284 S45 689 683 691 828 676 524 534 
bape heusaser cts kbs bowed wee 0.698 0.647 0.640 0.637 0.660 0.611 0.635 0.006 0.626 0.597 0.575 0A70 0,579 
Pe NEES on 56658 soscbon --- 0,460 0.577 0.613 0.525 








Table 2.—Tests to Determine “K” for Different Portions of Glass 
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the walls, and this was applied to all the surface exposed to 
outside temperature. This calibration test gives a loss of 
798 B.t.u. per hour per degree difference of temperature from 
the insulated sides of the box, when the center of the wall of 
the tested material is 10 inches from the face of the box. 
When the tested material is flush with the face of the box the 
loss is 749 B.t.u. per hour per degree difference of tempera- 
ture. 

The only material that has been tested with this device, 
up to this time, is glass. The tests have been divided intc 
two series. The first was to determine the coefficient K fo! 
glass used as a window, a floor, a horizontal roof and a 
roof at an inclination of 45 degrees. The second series of 
tests was*made to determine the coefficient of heat trans- 
mission for glass in a vertical position and subject to an 
atmosphere without wind or rain, with a violent rain, with a 
violent wind, and with rain and wind. 

In the first series of tests the glass was set back 10 inches 
from the face of the box, while in the second set of tests the 
glass was placed flush with the face of the box. 

Results of the Test. 

The results of the tests appear in Tables 1, 2, 3 and 4, 
as follows: 

Table 1 shows the result of the calibration test and gives 
the value of K for the insulated box. 

Table 2 shows the results of the test for the determina- 
tion of the value of K for the class in different positions. 

Table 3 shows the results for the value of K subject to 
wind and rain. The velocity of the wind was about 37 miles 
per hour in these tests. 

Table 4 is a summary of the results, and shows a prob- 
able limit for the value of K for all the tests under the 
various conditions. 

You will note from the results shown that the heat trans- 
mitted is almost the same whether glass is used as a ceiling 
or as a wall, but when used as a floor there is a marked reduc- 
tion in the amount of heat transmitted. 


in disposing of his merchandise is in the course of 
time amply rewarded by increased inquiries and larger 
orders. Among the various forms that this active 
cooperation takes, is noted the use of large newspaper 
advertisements, as admirably exemplified in the case 
of the Magee Furnace Company, Boston, manufac- 
turers of stoves, warm air heaters, etc. The Boston 
Post of October 4th carried an advertisement of the 
Company occupying a seventeen inch space, five col- 
umns wide, almost three-quarters of a page. News- 
paper advertisements of this size are not exactly the 
cheapest thing in the world, and hence it will readily 
be inferred that the manufacturers are entirely sincere 
in their desire to give material aid to the retail dis- 
tributors. The advertisement was attractively and 
effectively prepared. A large halftone border of 
distinctive shape was used, showing numerous types 
of houses referred to in the copy; at the top in large 
boldface type stands the heading “Magee Products,” 
and below the reading matter, supplemented by two 
illustrations of their ranges and heaters. The text 
points out that in all types of homes, from those of 
Rockefeller, Vanderbilt and Carnegie to the humblest 
cottage Magee Ranges and Heaters offer unlimited 
service; they combine all the modern facilities and 








Tet TOs ye5% 24 24 26 26 26 26 28 28 29 29 30 31 31 33 33 
Condition..... No wind or water Water Wind Water and Wind 
Date, 1916..... 6/11 5/14 5/17 5/17 5/15 5/19 5/17 5/22 5/30 6/2 6/7 6/8 6/9 6/9 6/10 
Duration, hrs. _— 70 48 112 120 12 6 48 
Instantaneous | 

Read. ssse 8 A.M. 6P.M. 6A.M. 6A.M. 6 A.M. 4 A.M, 6 A.M. 6 A.M. 
Avg. Temp. in yet f Y / 

MO Sieevdss 135.8 133.2 117 116.2 119.2 128.7 122.1 128.7 106.7 105.7 108.6 96.4 95.2 4,2 92.2 
Avg. Temp. out- J ' .. A : } Ses ' a I 
i WG sasbsens 55.7 51.2 46.2 47.2 42.2 47.2 50.4 5A.2 62.9 61.2 58.5 54.7 54.2 55.8 54.2 
Temp. Diff. ... 80.1 82.0 70.8 69.0 74.0 %2.0 711 7A5 43.8 44.5 50.1 42.0 41.0 38.4 38.0 
J ae . OA 554 481 AS1 481 481 481 481 481 A481 481 481 481 481 481 
B.t.u. input ...1890 1890 1640 1640 1640 1640 1640 1640 1640 16A0 1640 1640 1640 16/40 1640 
B.t.u. loss thru + | 4 ¥} ’ ' 

Woot 620055 600 615 530 517 ’ 555 ; 539 537 558 328 333 375 314 307 288 285 
B.t.u. loss thru ' Pid =f rs 4 } as ‘ y i 

1082 1312 1307 1265 1326 303 1352 1355 


glass -.......1290 1275 1110 1123 1085 1101 1103 


Be seceneess —os Wen 0.647 0.654 0.678 0.611 0.637 « 0.641 0.605 1,248 1,222 1.05 1.315 1.355 1.468 1.485 


K corrected .. 


- 0.603 9.657 0.601 


Table 3.—Tests to Determine ‘‘K” for Glass as a Wall Subjected to Rain and Wind. 


The second part of Table 4 gives us some idea of what a 
large effect wind and rain have upon the coefficient of heat 
transmission. The rain increasing the heat transmission to a 
greater extent than the wind alone, most authors assume the 
heat transmission through glass as 1 B.t.u. per square foot 
per degree difference of temperature, and from these experi- 
ments we see that this corresponds to a condition of dry 
glass with a strong wind blowing. If we add to these con- 
ditions a heavy rain, the value of the coefficient is increased 
about 50 per cent. 

While a rain never occurs in zero weather, it is possible 
that a fine snow might occur at very low temperatures. In 
this case the melting of the snow on the glass would give 
practically the effect of a wet glass at a very low outside tem- 
perature. It would seem, therefore, that the coefficient used 
for glass should be increased. The experiments show that 
this coefficient should be 1.48. or approximately 1.5. This 
would more nearly represent the maximum loss from glass 
than the coefficient 1, which is used at the present time. 

The University of Michigan expects to carry on this line 
of experiments for a series of years. We shall next take up 
=~ glass, then cement and other forms of building mate- 
rial. 
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MANUFACTURERS’ NEWSPAPER ADVERTIS- 
ING HELPS SALES OF WARM AIR 
HEATERS FOR RETAILERS. 





The progressive manufacturer of the present day 
has already learned the lesson of cooperation. Count- 
less instances have proven to him indisputably that 
any effort or any energy expended to assist the dealer 


conveniences, and are sturdy in construction and eco- 
nomical operation. This is then emphasized by the 
statement that there is a Magee Range, Warm Air 


‘ Heater or other type of heater to suit the reader’s par- 


ticular requirements, following which he is advised 
that leading dealers everywhere sell Magee Products 
aid that full infomation will be sent upon request to 
the Magee Furnace Company, Boston, or to their 
Western Agent, Robert I. Burton, 30 West Lake 
Street, Chicago. 
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SPONTANEOUS COMBUSTION. 


Spontaneous combustion is the result of a remark- 
able tendency observable in tissues and cotton when 
moistened with oil, to become heated when oxidation 
sets in. A wad of cotton used for rubbing a painting 
has been known to take fire when thrown through the 
air. The waste from vulcanized rubber, when thrown 
in a damp condition into a pile, takes fire spontane- 
ously. Masses of coal stored in yards frequently take 
fire from spontaneous combustion without any spark 
of fire being applied to the mass. It is good to know 
such things and to guard against mysterious fires.— 
Railway and Locomotive Engineering. 
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WARM AIR HEATERS THAT SUPPLY PLENTY 
OF FRESH AIR. 





It is a well established fact that in the satisfactory 
methods of house warming, from a sanitary standpoint, 
the warmed air 
must be fresh and 
pure. Briefly put, 
the ideal method of 
heating a building is 
to secure an ade- 
quate supply of 
fresh air from the 
outside, and send it 













into the rooms 
warmed to a health- 
ful temperature. 


This is said 
to be accom- 
plished by 
the Seaver ( 
Warm Ajir- 
Hmeate r, 


Beaver Warm Air Heater. 
shown in the illustration herewith,’ because it fills 


the apartments with pure air taken from _ out- 
doors, forcing ventilation and thereby meeting every 
scientific, sanitary and practical requirement. The 
Beaver Warm Air Heater is made for burning 
either bituminous or anthracite coal and is furnished 
in two styles and nine different sizes. Its construc- 
tion embodies a triplex revolving bar grate, said to 
insure free combustion; a firepot composed of two 
equal parts having flanges on each which add to its 
durability and increase its radiating surface; radiator 
which is a double steel cylinder; and casings propor- 
tioned to produce a rapid circulation of warm air. For 
further information address the Danville Stove and 
Manufacturing Company, Danville, Pennsylvania, or 
W. D. Sager, 330-340 North Water Street, Chicago. 


eo. 


WARM AIR HEATER OF MODERN, EFFICIENT 
CONSTRUCTION. 








3ehind the Front Rank Warm Air Heater, it is 
pointed out, are twenty-eight years of integrity, fair 
dealing and a thor- 
ough, conscientious 
attention to the warm 
air heater business. 
And back of this the 
warm air heater itself 
is also said to tell the 
story of its modern, 
efficient construction. 
The rear view here- 
with shows the radi- 
ators made of heavy 
steel, securely riveted 
and claimed to be gas 
tight ; and the all cast 
dust box and elbow 
through which all the 
products of combustion have to pass before reaching 
No other warm air heater, it is argued, 





Rear View of Front Rank Warm Air 
Heater. 


the chimney. 
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has a longer fire travel, and further efficiency is real- 
ized by means of its straight, vertical lines which are 
said to cause the heated air in its ascent to come in 
direct contact with the entire surface. The latest 
catalog gives complete information and will be sent, 
together with details of dealers’ proposition, to those 
addressing the Haynes-Langenberg Manufacturing 
Company, 4045 Forest Park Boulevard, St. Louis, 
Missouri. 





SECURES PATENT FOR REGISTER. 





Harry E. Clover, Elkhart, Indiana, has secured 
United States patent rights, under number 1,203,491, 


for a register described herewith: 

A register comprising a box- 
like body formed of spaced in- 
ner and outer walls, said body 
having an opening at the front 
and an inlet at the bottom, and 
provided also with openings 
communicating at top and bot- 
tom with the space between the 
walls of the casing, the bottom 
walls of the body being formed 
by portions bent from the outer 
casing, said bottom walls having 
portions projecting upwardly in- 
side of and parallel with the 
walls of the inner casing and 
having said portions provided 
with down-turned _ retaining 
flanges disposed within said bot- 
tom inlet to provide clasps to 
receive and hold the end of a 
conductor. 


. a7 
1,208,491 -t* 7 
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ARE YOU WORTH MORE THAN $1.50 A DAY 
TO YOUR EMPLOYER? 








Someone has said that we are worth only $1.50 a 
day from our shoulders down; that our ability to 
progress lies in our brain power. Let us, therefore, 
develop every talent we have to increase our earning 
power—to increase our profitableness. A careful, 
study of the employer’s interest should be the first 
thought of every employe. Remember, that when 
you are working for someone else you are a co-opera- 
tive part of that institution. The house looks to you 
for loyalty, industry, energy and initiative. You can 
assist in creating good will; you can so present your 
merchandise as to make two sales grow where there 
was only one. You can be a salesman instead of only 
being a handerout of merchandise. They say there 
are two sorts of salesmen—the one who tries to sell 
and the one who sells. Study the profitable lines and 
sell profitable goods. Study your merchandise and 
study your sales talks. Know enough about the arti- 
cle you are selling to talk about it intelligently to your 
customers. Know the “how,” “where” and “why” of 
qualities and price. Try to make a record for selling, 
not perhaps the greatest volume of goods, but those 
that pay a profit, for after all that is what counts. 


a 
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The Superior Specialty Company, Duluth, Minne- 
sota, has been incorporated with a capital of $50,000 
to manufacture heat regulating devices. The in- 





corporators are A. G. Hatch, B. R. Altman and J. E. 
Gardner. 
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PATTERNS FOR RAKING BRACKET. 





BY O. W. KOTHE. 

In cornice work the sheet metal man must often 
modify brackets and modillions. If this was not done 
they would not look right from the ground and being 
modified give a vertical appearance the same as the 
others under the horizontal cornice. 





erect lines cutting those in stretchout having the same 
number which gives you the pattern C’ and B’. It 
will be observed the pattern C’ is longer or requires 
more material than the lower pattern, and so care must 
be taken to form each one correctly to suit the modi- 
fied elevation. 

For the pattern of front pick the stretchout from 
the normal side view and step it off as in pattern B’ 
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Development of Patterns for Raking Bracket. 


To lay out one of these brackets first draw part of 
your cornice detail with your side view and front 
view drawn according to size and design. Next draw 
your angle for gable and draw your lines from the 
normal views to the miter line, after which project 
them to suit the pitch of gable. Having these lines 
drawn then take the front view G’ of normal profile 
and place it in position as at A. From these points 
drop lines vertically into lines projected into miter 
line, then through these points trace your lines as 
shown by heavy outline which gives you the modified 
front view. It is only the front view that changes 
and so for the pattern for the sides pick the stretch- 
out from the upper and lower cove C and B and 
place them above the normal side elevation. From 
the points in the quarter round and other members 





at right angles to elevation. Draw your stretchout 
lines and from all points in C and B erect lines cut- 
ting stretchout lines thus making the pattern as shown. 
The front or reverse Ogee curve of bracket is laid out 
by picking the stretchout from the pattern E or side 
of bracket and placing it at right angles to elevation 
after which developing the pattern as shown at G”. 

The sides require a longer pattern than the normal 
profile of side so from points on straight line of front 
project over horizontal lines indefinitely and then 
make a reproduction of the reverse Ogee of the normal 
side as shown by F. From those points erect lines 
cutting those drawn from front elevation, thus giving 
you the pattern for the side of raking bracket. Laps 
for edges for soldering purposes must be allowed on 
the different members. 
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TIN PLATE MILL OF THE NATIONAL 
ENAMELING AND STAMPING COMPANY 
DAMAGED BY FIRE. 





A fire damaged the tin plate mill of the Granite 
City, Illinois, works of the National Enameling and 
Stamping Company on Saturday, November fourth. 
The loss is estimated at $6,000.00. Seven hundred 
men were employed in the mill and all of them will be 
kept at work. 





MICHIGAN SHEET METAL CONTRACTORS TO 
HOLD ANNUAL CONVENTION 
MARCH 21 TO 23, 1917. 





At a meeting of the Executive Committee of Mich- 
igan Sheet Metal Contractors’ Association, held a few 
days ago at Detroit, it was decided to hold the 1917 
Convention March 21, 22 and 23 at Jackson. 


~ 


AMERICAN ROLLING MILL COMPANY TO 
MERGE WITH ANOTHER CONCERN. 








It is stated that the stock dividend of approximately 
14 percent which is to be paid November 15th to stock- 
holders of the American Rolling Mill Company is a 
step preparatory to a merger of this Company with an- 
other and a re-adjustment of capital which, it is ex- 


pected, will be consummated in the near future. 
cabtledbitheccita 


SHEET METAL CONTRACTORS OF DETROIT 
TO FORM ORGANIZATION. 











President A. B. Lewless, Saginaw, Secretary A. F. 
Martin, Saginaw, and G. A. Van Landegend, Holland, 
of the Executive Committee of Michigan Sheet Metal 
Contractors’ Association, were in Detroit recently and 
met with a number of the local sheet metal contractors 
for the purpose of organization of an Association 
among them. 

Overhead and cost systems were discussed, illus- 
trations being made on a blackboard. There was a 
good attendance and it is confidently expected that a 
strong organization will be formed. 





TRADE SCHOOLS GIVE THOROUGH 
TRAINING TO MEN ENTERING 
BUILDING TRADES. 





The growth of the modern trade school is said to 
be one of the most remarkable changes wrought by 
industrial evolution. It is but thirty-eight years since 
the first trade or technical school was established in 
America, yet so great has been the progress of the 
movement that it is said to have become a highly-im- 
portant factor in industrial training. Modern industry 
demands trained men who are ready for immediate 
service and it looks to the trade school to supply this 
need. This condition is said to be particularly charac- 
teristic of the allied building trades, as Electrical 
Work, Bricklaying, Plumbing and Drafting—indeed, 
it is stated that it was in direct response to the needs 
of building contractors and superintendents that the 
Coyne National Trade Schools were established six- 
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teen years ago, and this institution, by means of its 
thorough course of practical training, is said to have 
earned the confidence and support of contractors 
throughout the whole country. The schools embodied 
are those of Electricity, Plumbing, Bricklaying, Draft- 
ing and Motion Picture Operating, and in each the 
student receives actual, individual practice, so that he 
is graduated a competent mechanic in his line. A 
large, interesting catalog describing the courses and 
containing other information can be obtained upon re- 
quest, from the Coyne National Trade Schools, 33 
Fast Illinois street, Chicago. 


SHEET METAL BRAKE PATENTED. 


Nic Krump, Chicago, Illinois, has secured United 
States patent rights, under number 1,203,206, for a 
sheet metal brake described in the following: 


In a power driven device, 
. to control the movement of 
the movable jaw of a brake, 
the combination of a driving 
and a driven shaft, clutches 
loosely mounted on said 
driven shaft, means on said 
driving shaft engaging with 
means on said driven shaft to 
turn said clutches in oppo- 
site directions, an additional 
clutch mounted on _§ said 
driven shaft to turn there- 
with and longitudinally mov- 
(@) === able thereon, a handle adapt- 
y 4 “|| ed to move said additional 

| 











clutch to alternately engage 

















a\ with said first named clutches, 
i ah an eccentric, a link attached 
wees — at one end to said movable 


jaw and mounted at the other 
end on said eccentric, and means connecting said driven shaft 
and said eccentric to communicate swinging movement to 
said eccentric by the rotation of said driven. shaft in opposite 
directions. 
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NEW TYPES OF GASOLENE TORCHES. 








Four patented gasoline torches of the pump-in-tank 
style as illustrated herewith, have recently been placed 
on the market by the Ash- 
ton Manufacturing Com- 
pany, Newark, New Jer- 
sey. These are of quart 
and pint capacities and 
have tanks made of heavy 
seamless drawn brass, re- 
inforced. The patented 
automatic brass pump with 
double springs quickly sup- 
plies the required air pres- 
sure, and the burners are 
described as being made 
so as to produce the great- 
est amount of heat. Being supplied with a wind shield, 
these torches are stated to work satisfactorily out- 
doors in windy or stormy weather and hence are a 
great convenience to the operator. All parts, it is de 
clared, are interchangeable, and the torches are mace 
with or without soldering attachments. Like the ot!1- 
ers of the Red-Hot Line, they are claimed to » 
highly efficient and economical in operation—and are 
sold by leading jobbers under the maker’s guarantee. 
The free catalog describing the various firepots and 





New Red-Hot Gasolene Torch. 

















torches will be sent upon request to those addressing 
the Ashton Manufacturing Company, Newark, New 


Jersey. 
METAL SHINGLES IN ATTRACTIVE DESIGNS. 








The Metropolitan Metal Shingles are desribed as 
meeting to the best advantage the requirements for a 
modern priced metal shingle, artistic in appearance 
and with the effect of individual shingles or tile. These 
metal coverings known to the trade as “Titelock”’ 
metal shingles and “Titelock” Spanish tile are con- 
structed in numerous attractive designs, adapted to 
the various styles of building construction. 

The “Gothic” shingle as a representative of its class 
is said to cost less than the best grade of cedar shin- 
gles, to possess greater durability, and to be proof 


P= &} f ' -~ Cae 





Gothic Design Metropolitan Metal Shingle. 


against fire, water, lightning and storms. Similarly 
the “Old Mission Tile,” stamped in continuous sheets 
each containing six individual shingles, 10x14 inches, 
cannot, when laid and painted, be distinguished from 
real clay tile, and, it is said, will wear as long, and is 
not affected by changes in temperature. Other types 
of shingles and tile, including roof tile and starter or 
eaves tile, together with cleats used to fasten end laps, 
are provided and all are stamped from full weight IC 
and IX Terne plates. The manufacturers state that 
these shingles and tiles make an ideal roof for all 
classes of homes and for churches, schools, and public 
buildings because of their superior quality, attractive 
designs, and enduring service. The new catalog, which 
they say will be the handsomest and most complete 
they have ever issued, will shortly be ready for dis- 
tribution and may be obtained by addressing the Mil- 
waukee Corrugating Company, Milwaukee, Wisconsin. 





BUILDING OWNERS LEARN TO APPRECIATE 
ADVANTAGES OF STEEL CEILINGS. 





The experience of many owners of buildings has 
been such as to cause them to realize that unsanitary, 
quickly-soiled and unsafe wood lath and plaster ceil- 
ings are a constant source of annoyance and expense. 
Consequently it is said, they are learning to appreciate 
the many advantages of steel ceilings, such as for in- 
stance the Berger’s Classik Steel Ceilings. These, ac- 
cording to the manufacturers, give the owner a ceiling 
of permanent beauty and safety, being fire-resisting and 
non-collapsible and involving no upkeep expense. From 
the wide variety of designs, bold, massive and elab- 
orate effects or those comparatively simple and unob- 
trusive may be obtained, and the improved bead and 
button construction is said to assure a tight joint with- 
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out tamping and caulking, thus making erection speedy 
and easy. Berger’s Classik Steel Ceilings are further 
described as durable in construction and reasonable 
in cost, offering good sales and profit to progressive 
dealers. Full details and copy of Catalog D. A. A. 
can be obtained from the Berger Manufacturing Com- 
pany, Canton, Ohio. 


& 
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SUB=GENERATOR IN SOLDERING FURNACE 
IS GREAT CONVENIENCE IN COLD, 
WINDY WEATHER. 








In cold, windy weather, such as that which is now 
approaching, the tinsmith often has trouble in keep- 
ing a hot fire in his 
soldering furnace and 
as a result his ef- 
ficiency is impaired. 
This inconvenience, it 
is claimed, is elimi- 
nated by a sub-gener- 





re eS ator as that incor- 
a. 6s ee | porated in the Bur- 
a Ss gess Star Soldering 
Star Number 70 Soldering Furnace. |-urnace, shown in 


the accompanying illustration. With this improve- 
ment, one generation is said to take care of a 
whole day’s work, and at any time the heating 
flame can be turned off, allowing the sub-generator 
to burn for hours, after which the operator can re- 
light the furnace by simply turning on the heating 
flame. In other words, an intensely hot, blue flame 
is always at his command. ‘These soldering furnaces 
are of a compact construction with a low center of 
gravity which makes them easy to carry and hard to 
upset ; and the type illustrated has the additional ad- 
vantage of a combination hood. This allows the oper- 
ator to melt lead and heat soldering coppers at the 
same time, giving the furnace a wide range of use- 
fulness. Further particulars will be sent upon re- 
quest, by the 
Department A, Columbus, Ohio. 


3urgess Soldering Furnace Company, 
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CORRUGATED EXPANDING CONDUCTOR 
PIPE. 





It is generally known that when water freezes into 
ice it increases in volume. What is not perhaps so 
well known is that the freezing water expands about 
one. tenth in volume with a force that is irresistible. 
In nature we have large rocks and stones that are split 
by water that has gathered in the crevices and frozen, 
and in daily life the bursting of heavy metal contain- 
ers and pipes bear ample witness to the tremendous 
power of this force. Thoughtful people make pro- 
vision for such occurrences, and in the case of con- 
ductor pipes which might be filled with water in win- 
try weather, the possibility of bursting is said to be 
eliminated by using corrugated pipe which will expand 
in size under stress of the freezing water. I-xpanding 
conductor pipe of this style, in ten foot lengths made 
of galvanized iron, is offered by the Clark-Smith 
Hardware Company, Peoria, Illinois. This pipe is 
called Plecker’s corrugated expanding conductors and 
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is said to have no cross seams and not to burst when 
filled with ice. Further particulars and price list can 
be secured by addressing the Clark-Smith Hardware 


Company, Peoria, Illinois. 
8 


HAND DIPPED GALVANIZED METAL 
SHINGLES. 





The manufacture of metal shingles that will give 
lasting, satisfactory service requires that a durable, 
protective covering be fixed upon the metal sheet, and 
this purpose is satisfactorily served by galvanization. 
3y this process, molten zinc is impregnated into the 
pores of the shingle and forms a substantial covering 
that protects it from atmospheric influences. In the 
manufacture of the Cortright Metal Shingles, each one 


= 


° 
— | 





How Cortright Metal Shingles Are Hand Dipped in Molten Zinc 


is first stamped into shape from sheets of prime roof- 
ing tin, after which the galvanizing is done by hand, 
each slate or shingle being dipped separately into a 
bath of melted zinc, as pictured in the illustration 
herewith. This method of galvanizing, the manufac- 
turers state, gives the shingle an extremely heavy coat 
of zinc which greatly increases its durability. Cort- 
right Metal Shingles are made in four attractive styles, 
and are said to offer the sheet metal contractor a great 
opportunity for widening his field of activity, without 
in any way interfering with his flat roof work. Cata- 
log and full information can be secured from the Cort- 
right Metal Roofing Company, Philadelphia and Chi- 
cago. 





VENTILATION IS ESSENTIAL TO HEALTH AND 
COMFORT. 


There is nothing more conducive to health and com- 
fort than the proper ventilation of residences, 
churches, stores, _—mills 
and other types of build- 
ings. To supply fresh air 
in sufficient quantities for 
all the occupants is a mat- 
ter vital to life, and an ef- 
fective method of provid- 
ing continuous fresh air 
installation is the installa- 
tion of scientifically constructed ventilators. The fact 
that certain states have enacted laws to compel the 
ventilation of public buildings has caused the public 





* ates 
Globe Ventilator. 





to realize that ventilation is not an unnecessary ex- 
pense or luxury, but an indispensable necessity be- 
cause it conserves the health of the people inside. A 
ventilator that is said to accomplish this work effec- 
tively in all kinds of weather is found in the Globe 
Ventilator, shown in the accompanying illustration. 
This type is made in galvanized iron, brass or copper, 
and is described as being so simply cons‘ructed that it 
cannot get out of order. Besides beiny symmetrical 
in appearance and ornamental to the building, the 
ventilator is claimed to be easily insta’led and main- 
tained and to be absolutely storm procf. The manu- 
facturers are conducting aa intensive advertising 
campaign to impress upon bilding owners the many 
advantages of Globe Ventilacors, anc dealers may ob- 
tain full particulars upon addressing the Globe Venti- 
lator Company, Department H, Trey, New York. 





NOTES AND QUERIES. 


Nickel Plated Bolts. 
Irom R. B. Fitzgerald, Madison, South Dakota. 
Who makes nickel plated bolts with milled heads? 
Ans.—Corbin Screw Corporation, New Britain, 
Connecticut, and American Screw Company, Provi- 
dence, Rhode Island. 
Ricketts and Bartlett Range Company. 
From the Cedar Rapids Gas Company, Cedar Rapids, 
Iowa. 
Can you give us the address of the Ricketts and 
Bartlett Range Company ? 
Ans.—319 West Randolph Street, Chicago, Illinois. 
Electric Waffle Irons. 
From D, W. Housley, Larned, Kansas, _ 
Where can I buy electric waffle irons? 
Ans.—Lincoln Electric Works, 215 West Superior 
Street, and Simplex Electric Heating Company, 15 
South Des Plaines Street; both of Chicago. 
Bread Mixer With Wide Paddle. 
From the Nicholas Hardware Company, Oak Park, Illinois. 
Can you tell us who makes a bread mixer with a 
wide paddle? 
Ans.—Manning-Bowman Company, Meriden, Con- 
necticut. 





-or 


ITEMS. 


The Dahlstrom Metallic Door Company, James- 
town, New York, has let a contract for an L-shaped 
manufacturing building, 1 story, 40x120 and 100x1co 
feet. 

The Alexander-Kramer Company, Dayton, Ohio, 
has been incorporated for $15,000 to do sheet metal 
work. The incorporators ate Joseph Kramer, J. G. 
Alexander, Clara Alexander, Lila Kramer and A. \W. 
Schulman. 

The firm of Andersen & Yost, Racine, Wisconsin, 
which conducted a sheet metal and warm air heating 
business in connection with their retail hardware 
store, has been dissolved, S. E. Andersen buying the 
interest of Mr. Yost and taking his son, Carl E. An- 
dersen, into partnership. The new firm name is An- 
dersen & Son. 





Don’t forget that it is good help that makes good 
business, and not good business that makes good help. 
—Trade. 
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NEW PATENTS. 
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1,202,491. 
W. Dean, New York, 
Mar. 21, 1916. 

1,202,503. Clothes-Line Hook. 
neapolis, Minn. Filed Mar. 6, 1916. 

1,202,564. Animal-Trap. Lewis S. Moore, Mount Ver- 


Fastening Means for Metal Culverts. James 
N. Y. Filed Jan. 10, 1913. Renewed 
Min- 


Edward Fortier, 


non, Oreg. Filed Sept. 13, 1915. 

1,202,580. Clothes-Line Tightener and Supporter. James 
M. Phelps, Denver, Colo. Filed Feb. 23, 1916. 

1,202,587. Nail-Puller. Christopher J. Roach and Ed- 
ward D. Woods, Hartford, Conn., assignors to New Prod- 
uct Co., Hartford, Conn. Filed Dec. 15, 1914. 

1,202,607. Wire-Twisting Tool. Perl F. Sweeny, Tulsa, 


Okla. Filed Jan. 4, 1916. 

1,202,615. Hot Plate or Dish Lifter. Epher W. Tuthill, 
Jamesport, N. Y. Filed Mar. 28, 1916. 

1,202,629. Adjustable Cooking-Pan. Minnie Werner, 
Davenport, Iowa. Filed Jan. 31, 1916. 

1,202,635. Tool. Eli Young, Bowman, Cal., assignor 


of one-third to Elliott Isaac Hull, Bowman, Cal. Filed Oct. 


27, 1915. 
1,202,654. Rim-Tool. Frank A. Berry, Loudon, Tenn. 


1,202,676. Brush and Spoon Holder. George T. Cull, 
Wickliffe, Ky. Filed Apr. 21, 1915. 

1,202,687. Vent-Pipe Flashing. George H. Elkerton, 
Portland, Oreg. Filed Nov. 24, 1913. 

1,202,700. Damper for Furnaces. Walter Edwin Frost, 
Auburn, Me., assignor of one-half to Holman Gould, Au- 
burn, Me., and one-fourth to John B. Smith, Lewiston, Me. 

1,202,704. Expansion Bolt and Plug. George B. Goff, 


Johnstown, Pa. Filed Aug. 23, 1916. 

1,202,707. Automatic Pistol. Carmine A. Grieco, Brook- 
lyn, N. Y., assignor of one-fourth to Thomas Petry, one- 
fourth to Francesco A. Grieco, and one-fourth to Domenico 
Vessa, Brooklyn, N. Y. Filed July 1, 1916. 


1,202,714. Lightning-Arrester. David J. Hendren, Burn- 
side, La. Filed Mar. 25, 1916. 

1,202,772. Tool-Holder. George FE. Baird, Billings, 
Mont. Filed Nov. 29, 1913. 


1,202,796. Heat-Regulator for Baking-Pans. Eudora F’. 
Burns, Denver, Colo. Filed May 10, 1915. 

1,202,830. Nutcracker. Alfred Goldsmith, New York, 
N. Y., assignor to L. D. Block & Company, New York, N. 


Y. Filed Aug. 31, 1915. 
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1,202,842. Ventilator. Fred Hertach and Francis G. 
Fay, Lynn, Mass. Filed Nov. 5, 1913. 

1,202,846. Electric Iron. Thomas D. Hurley, Green 
Island, N. Y. Filed June 2, 1916. 

1,202,850. Coin-Box for Rural Mail-Boxes. Fred J 
Kahl, Markesan, Wis. Filed Apr. 5, 1916. 

1,202,887. Sash-Weight. Walter J. Phelps, Baltimore, 
Md., assignor to The Phelps Can Company, Weirton, W. Va. 
Filed Nov. 24, 1914. 

1,202,891. Grate Attachment. Robert H. Pruet, Ash- 


land, Ala. Filed Nov. 12, 1915. 

1,202,894. Washing-Machine. William A. Remley, 
Memphis, Tex. Tiled Sept. 24, 1915. 

1,202,900. Domestic Washing Machine. Frederick W. 
Sauer, Brooklyn, N. Y., assignor to Home Devices Corpora- 
tion, Brooklyn, N. Y. Filed Dec. 15, 1915. 

1,202,903. Washing-Machine. John G. Seelig, Ripon, 
Wis. Filed Oct. 22, 1915. 

1,202,927. Door-Hanger. Albert W. Wagner, Terre 
Haute, Ind. Filed Apr. 3, 1916. 

1,202,941. Window-Catch. Henry Wilcox, Newark, N. 


J., assignor to Frank Brabson, Newark, N. J. Filed July 


6, 1915. 


1,202,985. Clamp for Stretching Wires. Frank N. Fitch, 
Correctionville, Iowa. Filed June 29, 1915. 

1,202,992. Nut-Cracking Device. Frank C. Goff, Den- 
ver, Colo. Filed Sept. 13, 1915. 

1,203,004. Electric Iron. Witt Juniper, Berwyn, Ill, as- 


assignments, to Gits Electrical 
Filed Oct. 30, 1915. 


Stanley M. Kattell, 


signor, by direct and mesne 
Company, Franklin Park, III. 


1,203,005. Safety-Razor. 3ingham- 


ton; N. Y. Filed Mar. 5, 1913. 

1,203,025. Wedge for Tool-Handles. Charles C. Mc- 
Clain, Akron, Ohio. Filed Nov. 28, 1914. 

1,203,036. Flue-Damper. John F. Nauffts, Duluth, 
Minn. Filed Mar. 2, 1916. 

1,203,074. Hinge. August Sundh, Hastings-upon-Hud- 
son, N. Y. Filed Feb. 23, 1915. 

1,203,086. Nutcracker. Charles J. E. Watson, Dallas, 
Tex. Filed Nov. 5, 1915. 

1,203,089. Safety-Razor. Albin C. Wrede, Smithville, 
Tex. Filed May 15, 1916. 

1,203,121. Hinge. Benjamin F. Laudenschlager and 


Pa. Filed Aug. 3, 1916. 


John S. Frederick, Emaus, 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








NEW ADVANCES IN RAW AND FINISHED 
MATERIALS FEATURE METAL MARKET. 


The condition in the metal market is best indicated 
by the fact that in spite of heavy price advances, both 
on iron and finished materials, buyers continue to 
clamor for having orders placed even for delivery as 
far ahead as eighteen months. 

Pig iron is keeping up its forward march and 
Northern grades of Malleable and Foundry are now 
held at $25.00 Chicago furnace. 

Taking it altogether, the steel industry appears to 
have paid less attention to the election than has been 
the case in any preceding presidential contest for 
years. Buyers of steel apparently have no fear of 
any change in the country’s prosperity, for they are 
pressing orders on steel makers for all sorts of prod- 
ucts, deliveries ranging up to July 1, 1918. 

There is every indication that another heavy buying 
movement on the part of the “allied” governments of 
Europe is on the way, and it is expected that orders 
for between 700,000 tons and 800,000 tons of steel 
will be closed within the next two weeks, for ship- 
ment after July, 1917. 

Bradstreet’s review of the trade says: 

“Active business, with little or no political excite- 
ment, superabundant activity and not enough mate- 
rials to go around, animated industries with too’ few 
producers to get out needed supplies, farmers getting 
high prices and paying up old debts, record railway 
earnings, acute car shortages, unparalleled railway 
tonnage, extraordinarily good collections, easy money, 
high cost of living and noteworthy speculation are the 
striking characteristics of this week’s reports. 


“The presidential campaign has been a negligible 
factor in relation to business, the volume of which is 
in unexampled proportions. Goods are in demand for 
immediate use and for delivery next spring and be- 
yond. Over production is still out of the question, as 
the country’s plants are undermanned, and at the same 
time consumption is of enormous volume. 

“Talk of a hard coal famine is rife, though in this 
respect it is to be borne in mind that mine operators 
have not raised schedule prices; steam coal commands 
the highest price ever known and pig iron is making 
up for the time it lagged behind steel, and significantly 
enough, demand is not for immediate account, but for 
far forward delivery. Investors readily subscribe to 
good bond offerings, and scarcity of high grade se- 
curities is marked.” 





STEEL. 
The situation in the Chicago steel market so far as 
finished material is concerned remains unchanged ex- 
cept that the conditions have become much more in- 





tensified. Sales by those who are still taking business 
are much in excess of shipments and specifications 
are being received at a rate even heavier than that of 
new sales. The nominal quotation on steel bars is 
2.89 cents Chicago mill, but there is small opportunity 
for buyers to obtain material for nearby delivery even 
by paying premiums. Ordinary steel bars are ex- 
pected to advance to 2.75 cents Chicago mill. There 
is a steadily increasing demand for shapes which is 
due to the heavy orders for railroad cars that have 
been placed in the past few weeks. The present quo- 
tation on structural shapes is 2.99 cents Chicago mill 
for indefinite delivery. Steel plates are practically 
impossible to obtain, the nominal quotation being 3.44 
cents Chicago mill. 


COPPER. 

It is stated from well informed quarters that copper 
producers, while endeavoring to hold the market for 
the metal steady, fear they will be unable to check the 
rising tendency in metal prices and that a runaway 
market before the end of the year will be experienced, 
due to new negotiations from abroad, coincident with 
some imperative home demands. In Electrolytic cop- 
per, it is reported that at least 95 percent of the out- 
put for the next six months has been sold, the week 
being featured by several good sized foreign orders 
although the principal business comes from domestic 
consumers. Electrolytic is now quoted at 30 to 30% 
cents for November and December, with First Quar 
ter at 29 to 2914 cents. Medium grades of Lake cop- 
per are held at 30 to 30% cents for November and 
December ; for First Quarter 1917 at 2834 to 29 cents. 
Ordinary Casting grades run from 28% to 2834) cents 
for November and 28 cents for December and Janu- 
ary. 

TIN. 

There is little prospect that there will be any con- 
siderable increase in stocks of pig tin during the next 
six weeks, and it is more than likely that they will be 
further reduced owing to the difficulty in obtaining 
licenses for exporting the metal from the Straits of 
Malacca and Great Britain. The Chicago market is 
quoted at 43 cents in lots of five gross tons with New 
York at 42% cents for November and December. 
Chicago warehouses have advanced their prices one 
tities being 4714 cents for Pig tin and 48% cents for 
Bar tin. 





LEAD. 
So far as sales are concerned, the lead market is 
dull and featureless, but prices remain firm. The 
leading interest continues to quote 7 cents New York, 
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with Chicago from 7 to 7.10 cents and East St. Louis 
at 6.8714 to 6.90 cents. No changes have been an- 
nounced by the Chicago warehouses, the quotations 
remaining at $7.65 for American Pig lead and $8.15 
for Bar lead, with $9.00 for sheet lead in full coils and 
$9.25 for cut coils, all per hundred pounds. 


SOLDER. 

Solder prices have been advanced by the Chicago 
warehouses owing to the higher quotations on tin. 
The new figures are 14 cent higher as follows: XXX 
Guaranteed, % & %4, 27% cents; Commercial, '% & 
yy, 25% cents; Number 1 Plumbers’, 23% cents. 

WIRE PRODUCTS ADVANCE $3.00 A TON. 

As foreshadowed by AMERICAN ARTISAN in its No- 
vember 4th issue, prices on wire products were ad- 
vanced on Monday, November 6th, the new quotations 
being $3.00 a ton higher. This makes wire nails cost 
$3.09 per hundred pound kegs in carload lots to 
wholesalers, with $3.29 in smaller quantities. Painted 
barb wire is 3.24 cents and galvanized barb wire 3.94 
cents in carload lots to wholesalers and a differential 
of 15 cents per hundred pounds for less than carload 
lots, all f. o. b. Chicago. 


HARDWARE ADVANCES 
10 PERCENT. 

Announcement is made by one of the leading man- 
ufacturers of builders’ hardware that prices have 
been advanced about 10 percent and that all orders 
will be executed at the prices ruling when they are 
received. 


BUILDERS’ 


SHEETS. 

The Chicago steel sheet market continues to mani- 
fest considerable strength. Black sheets are advanc- 
ing at a more rapid rate than blue annealed sheets and 
little by little the usual relation between these two 
grades which has been disturbed for several months 
is being approached. 28 gauge black sheets are 
quoted at 3.94 cents Chicago mill while 10 gauge blue 
annealed sheets may be obtained at 3.44 to 3.69 cents 
Although at the time this was written 28 
gauge galvanized sheets were quoted at 5:19 cents Chi- 
cago mill it is expected that an advance from this 
figure will be made within a few days. The leading 
interest has announced the Pittsburgh price on 28 
gauge Bessemer black sheets at 3.65 cents. Galva- 
nized sheets are being held at as high as 5.50 cents, 
sales actually having been made at that figure. 


Chicago. 


TIN PLATE. 

The tin plate market, so far as the mills are con- 
cerned, is practically sold .up for shipment before 
July 1, 1917. The leading interest has withdrawn 
its base price of $5.75 and now maintains the same 
quotation of $6.00 as the independent manufacturers. 


OLD METALS. 
Prices on all kinds of scrap and old metals continue 
to advance as there is a general buying movement, the 
result of which is showing itself in an apparent short- 


age. Wholesale dealers report quotations as follows: 
Old steel axles, $37.00 to $37.50; old iron axles, 
$34.50 to $35.00; steel springs, $19.50 to $20.00; Num- 
ber 1 wrought iron, $20.00 to $20.50; Number 1 cast 
iron, $14.50 to $15.50 for net tons. Prices for non- 
ferrous metals are as follows per pound: Light cop- 
per, 21 cents; light brass, 12 cents; lead, 6 cents; zinc 
scrap, 714 cents; aluminum, 30 cents. 
SPELTER. 

Although the spelter market is not unusually active 
the demand continues to develop at a satisfactory rate 
both from galvanizers and from the brass mills. 
Prime Western brands are now quoted at 1034 to II 
cents East St. Louis. Chicago warehouses have ad- 
vanced their quotation 1 cent per pound, the new 
prices being 12 cents. Sheet zinc remains unchanged 
at $17.75 in cask lots and $18.25 to $18.75 in less than 
cask lots. 


PIG IRON. 

In the Chicago pig iron market, prices have been 
advanced $1.00 per ton on Northern Malleable and 
Foundry grades, the new quotation being $25.00 Chi- 
cago furnace. There is a steady demand for fair 
sized lots and the aggregate is large. One of the 
makers of Lake Superior Charcoal iron has advanced 
his prices to $25.75 and $26.75 according to grade. 
Although most of the melters are reported to be well 
covered for the first half of 1917 the steady inquiry 
indicates that there is still a considerable unfilled de- 
mand. In the Pittsburgh district pig iron buying has 
continued active and sharp advances have been regis- 
tered. Northern Foundry and Malleable grades are 
being held at $26.00 Valley, with Bessemer at $28.00 
and Basic at $23.00. The Birmingham prices closed 
with the market firm at $18.00 for Southern Number 
2 Foundry f. 0. b. cars at furnace. In some instances 
special lots were sold during the week as high as 
$20.00 per ton at furnace. It is important to note 
that the various pig iron companies in this district are 
voluntarily advancing the wages paid to their laborers. 


Rogers, Brown & Company’s Market Report, Cin- 
cinnati, Ohio, November 10, 1916: 


The unusual is the rule. The election has been unusual 
and election week has been unusual, in that there has been 
practically no let up in the recent activity. Regardless of 
the President, consumers of pig iron apparently believed that 
the prosperity would continue through 1917 and did not hesi- 
tate in their endeavor to get under cover for their require- 
ments prior to 1918. Prices are uncertain in all but one re- 
spect—they are certainly going up. 

Most of the negotiations now being carried on are for 
iron to be delivered during the last half of next year and 
Furnaces are rapidly becoming so completely sold up for 
that delivery that, some now find it necessary to refuse any 
more business for any shipment prior to January, 1918. This 
feature adds further strength to the situation. 

It was anticipated, pig iron production in October 
showed an increase over September, the daily production for 
that month being 113,119 tons, a gain of 6,264 tons. 

The decision of the railroads south of the Ohio to pro- 
hibit their cars leaving their own tracks will have a very 
marked effect on the coke market and many now under con- 
tract for cokes produced on those lines, may, because of this 
decision, be forced to buy spot coke from other districts to 
keep their plants going. While the production in the Con- 
nellsville district has been increased to some extent, little 
relief has been felt in the spot coke market and prices con- 
tinue to range from $9.50 to $10.50 at the Ovens for what 
little 48 hour Furnace and Foundry coke is available. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 


METALS. 


PIG IRON. 


Northern Fdy., No. 1 
Northern Fdy., No. 
Northern Fdy., No. 
Southern Fdy., No. 
Southern Fdy., No. 
Southern Fdy., No. 
Lake Sup. Charcoal 
Malleable 


FIRST QUALITY BRIGHT 
TIN PLATES. 


ie a oe , err TT 25 


COKE PLATES. 


00 
3 25 | 


5 35 


3 65 
70 


per 100 Ibs. 
per 100 lbs. 
per 100 Ibs. 
per 100 lbs. 


ONE PASS COLD ROLLED BLACK | 


per 100 lbs. $3 70 
per 100 lbs. 3 75 
.-per 100 lbs. 3 80 
per 100 Ibs. 
per 100 lbs. 


GALVANIZED 
per 100 Ibs. 
per 100 lbs. 
per 1001bs. 
per 100 1bs. 
per 1001 bs. 
per 100 lbs. 
per 100 lbs. 


$4 75 
4 90 


5 20 


POLISHED SHEET STEEL. 
per 1001bs.$5 10 


per 1001bs. 5 25 | 


per 100lbs. 5 35 
per 100lbs. 5 45 


SMOOTH SHEET STEEL. 
Per 100 Ibs. 


PATENT PLANISHED SHEET, 
IRON. 


Patent Planished Sheet Iron, 
100 lbs 


SOLDER. 
XXX Guaranteed 4 & 3. .perlb. 27h | 
Commertial 4 & 4 254 | 
No. 1 Plumbers 234¢ | 


SPELTER. 
PG 556d 65 Ss hae bsosce sess ee 12¢ 


SHEET ZINC. 


Cask lots 


Less than Cask lots. .$18 25 to $18 75 


COPPER. 
Copper sheet, base...seee eeee. 03740 


4 high grade 
| Winchester: 


3 95 | 
3 90) 


5 05 | 


5 35 | 
5 50 | 
5 90 | 


AUGERS. 


penne ere copy 6S Boring Machine 
i 


815 
National (White) brands (in less 
than 100 th. lots), per Ib -llc 
Sheet. 
Full coils 
Cut coils 


per 100 lbs. $9 00 


| Hollow. 
per 100lbs. 9 25 | Bonney’s—list $30.00 
ALUMINUM 


Stearns, No. 3 
| Carload lots. | 
pei een Ingot ; Post Hole. 


Digwell, 8-inch 
| Iwan's Post Hole and 
| Vaughan’s, 4 to 9-in. 


ell... 
Pig tin 
Bar tin 
| Ship. 
Ford's, with or without screw. . 
Snell’s ‘“ 


| Carpenters’. AWLS. 


PRBAIS. . vccccccccecs sevecesdete No. 3 Handled 
’ Oo. andle 
| Coopers’. 3 No. 1050 Handled... 
| ton eeee Shouldered, assorted 1 to 4, 


per gro. 


Brad. 
per doz. 


| Railroad. Patent asst’d, 1 to 4.. 
Plumbs.. 
AMMUNITION. 
| Caps, Percussion—per 1,000. 


| B. Fhe Waterproof, 1-10s 


Harness. 


50 | 


| Shells, Loaded— 
Loaded with Black Powder 
Loaded with Smokeless Powder, 

} medium grades. 15&5% 
Loaded with Smokeless Powder, 


Peg. 
Shouldered 
Patent 


Scratch. 

No. 1 handled 

No. IS, socket han’ld. 
Smokeless Repeater Grade.. No. 7 Stanley 
Smokeless Leader Grade 
| Black Powder 


y 


- 15859 
309 


AXES. 


Boy's Handled. 
Lippincott, 3 tb 
Marshall Falls City.. 
Magara 


| Broad. 


per doz. 


e vd 
| 
| 


| Gun Wads—per 1000 
| Winchester 7-8 gauge 
9-10 gauge 
11-28 gauge 0} ‘ 
Plumbs, Miners’ (han 


an. 
Rocnaat s (handled), 
er doz.$ 
ed) “ 


it) 
“es 


Powder. 
DuPont’ 3 Sporting, cogs. 


DuPont's Canisters, | 


5| sinele Bitted (handled). 
Warren Silver Steel 
Warren Blue Finished 
Rough Rider. 


3 
. 26 10 
- 13 20) 
5 © 751 
haan can 5 40 | 
i iom.. 3 45 | 
is. &R. Orange, Extra ganisters 60 | Single Bitted (without handles). 
$10 25 | Warren Silver Steel 
Warren Blue Finished 

5 40} Rough Rider 

285. 


45 | Double Bitted (without handles). 
Blood’s Champion, us to 44 Ib. 
26 


doz. 
Flint Edge 
Perfect Premier 


Smokeless drunis. 


| 
| 
| _. 


|L.& Bee © Orange Extra Sporting 
L&R. Grane, Extra Sporting 


| L.&R. Orange, Extra Sporting 
lb. ee 

| Le & R. Orange, Extra Sporting 
}- a canisters 

| L. & R. Orange, peter 
3-lb. canisters 


iH — ” 0 
a ting Cc." and“ are the base prices. 


34 to 44 Ibs. advance 25c. 
|4 to5 Ibs. advance 50c. 
4} to 54 lbs. advance 75c. 


4 -keg 6 
hous EC ** and ‘ Infallible’’ 


10 can drums 
‘Infallible” 


| | Hercules “BE. C.”" and* BAGS, PAPER NAIL. 
Cf 


16 20 
Per 1,000. "$2 50 375 4 50 


BALANCES, SPRING. 


canisters 
| Hercules Unique R‘fle, canisters 1 
| Hercules Bullseye Revolver, 
canisters 
| Shot. 


Drop shot, Tey aes than 

| B 25-Ib. bags, pe $2 70 
Drop shot, B ny Harger sizes, 

| 25-Ib. bags, 2 
| Buck shot, 2 25 ies: per bag 
Chilled shot, aes a bags, ~ 


| Trenton, 70 to 80 Ibs..... 
eae ,81 to 150 Ibs..... 


ASBESTOS. 
Soard and Paper......... $3 00 Cwt 


BARS, CROW. 


| BASKETS. 
2 95 | Clothes. 
3 25) | Small Willow 

c P| Large 
yt dd 


a Galvanized Iron. 
Per doz 


er doz. 


.per doz. 


Plumbs, West, qh 
C 35 % | 


Perfect Premier, Forest Clipper 8 50 


BEATERS. 
Per di 2. 
.$ 0 90 
1 30 
90 
Per doz. 
$0 75 
90 
1 50 
2 10 
3 30 
3 60 
4 50 


No. 13 Tinned Spring Wire.. 
No. 11 Spring Wire coppered. 
No. 10 Preston 


Egg. 
No. 
No. 
No. 
No. 
No. 
No. 
No. 


50 Imp. Dover 

io2 * i 
iso.” ‘ 
+4 Heavy hotel tinned. ; 


15 
18 


12 50 
40% 
8 00 

BELLOWS. 


PENNE Ss ose chs eiescevavecs 65% 


.50% | Hand. 


40- 5% 


$0 4 


60 | Call. 


60 3-inch Nickeled Rotary Bell, 
Bronzed base per doz. $5 00 


3 


Cow. 
High Grade 60% 
DEN ob ss ebb ic5acaucs 65&10% 
Per doz. 
$6 50 


95 
90 


Door. 


New Departure Automatic. . 
Rotary. 

3 -in. Old Copper Bell 

3 -in. Old Copper Bell, er - 
3 -in. Nickeled Steel Bell. 
34-in. Nickeled Steel Bell. 


6 00 
4 50 
5 00 


00 
1 25 | Hand. 
95 Hand Bells, polished 
| White Metal 


40833} s 
SO IN os is sis 6 cds ve 334% 

Miscellaneous. 

| Church and School, steel alloy. . 


5 00. 
6 50 50% 


40 50 75 100 
‘$1 90 240 355 475 


BEVELS, TEE 
“a t 00 ‘Stanley s, rosewood handle, we 
is 


— Ibs... 


$10 50 | 


| Brass 
| Brass, plated 


Auger. 
Extra Double Spur........ 
Ford’s Car and Machine... 
Ford's Ship 


Russell 
Clark’s 
Steer’s 


.70&10% 
.40&10% 


enning’s 
x yansive 
* Small list, $2? OO: 00. 


Irwin a 


12 50 | 
i] Ford’s Ship Auger pattern - 
IU'70 


50 | 
32 50) 


The above prices on axes of 3 to 4 Ibs. 


| Sener rien ke ee 55 


Countersink. 
No. v4 Wheeler’ Bis 


No. 
American = fat 


OZ. 2 

per 
hd 

“ 


25 
5 00 


Dowell. 
Russell Jennings.......-- ; 


Standard Double Cut 
German Pattern 


| Pinch or Wedge Point, per cwt.. $4 00 | 


| Reamer. 

Jeaning’ s Square 

| Standard Square 
American Octagon... 














